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In This Issue 


IGHT pages devoted to the 
merchandising of toys and 
sporting goods, two lines of in- 
creasing importance to hard- 
ware jobbers and retailers. Be 
sure to read this section start- 
ing on page 53. 

Bert Jowitt starts this week 
with the first of four practical 
lessons on the use of the speed 
lettering pen for quick show 
card work. 

You will be interested also 
to note that Emigh-Winchell 
Hardware Co., Sacramento, 
Cal., has received two awards 
for window displays. Look on 
pages 50 and 59. 


What They Say About Us 


I have been reading HarpWARE 
AGE since the first tssue. I con- 
sider “Trade Winds” by Llew S. 
Soule worth a great deal more than 
the subscription price alone. 

Yours, 

(Signed) M. W. Buck ey, 

P. O. Box 609, 
Alliance, Nebraska. 


Your magazine is always interest- 
ing and helpful to me. This is a 
day and age when every hardware 
merchant must keep posted as to 
what is taking place if he hopes to 
be one of the survivors. He must 
know what to do at all times to meet 
the new and ever-increasing compe- 
tition. HARDWARE AGE is doing its 
share to impress this upon every 
merchant. Keep it up. 

Yours very truly, 
(Signed) M. A. JENSEN, 
Jensen-Price Hardware Co., 
Niles, Ohio. 
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At the left, the current 
Kitchenkook advertisement 
in the Country Gentleman. 
Similar ads appear also in 
the Saturday Evening Post 
and many other magazines 
and farm papers, bringing 
Rea. the facts about the Kitchen 
BEG5 A kook way of faster cooking 
¢ and perfect baking into 
| & more than 9,000,000 
4 American homes. 
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K ipthiniteebles With Low Ovens 


BECAUSE it is in fact a gas stove, making its own gas from 
gasoline and free from the limitations of ordinary liquid fuel 
stoves, Kitchenkook is made in several unusual and con- 
venient models. 

The Kitchenkook shown here, with three top burners and 
the roomy low oven is one of the most popular numbers. It 
is also made in white and grey full porcelain enamel. 

The American catalog shows the full line. A copy, together 
with full details of the Kitchenkook guaranteed profit sales 
plan will be sent on request to any progressive dealer located 
where there is no Kitchenkook dealeragency. Address 
nearest office. 


American Gas Machine Company, Inc. 
Factories—ALBERT LEA, MINNESOTA 
Branches—78 Reape St., New York, N. Y. 4242 Hous Sr., Oaxcanp, Cautr. 
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~ TRADE WINDS 


By Liew S.SOULE 


















HE average independent retail merchant neg- 
lects his advertising. Therein lies one very im- 

portant advantage to the chain store in the 
present era of intense competition. 


Too many retailers seem to think that “advertising” 
means merely the use of an occasional advertisement 
in the daily or weekly newspapers which serve his com- 
munity. As a matter of fact, the newspapers repre- 
sent but one of several opportunities for advertising. 
Newspaper advertising, if well handled, is good ad- 
vertising, but it should be “backed up” by the other 
types if it is to be really successful. 


One of the best advertising mediums for the inde- 
pendent retail merchant, is’ his show window. It is 
his direct invitation to “come in.” Despite this fact, 
show windows are woefully neglected in thousands of 
independent retail hardware stores. In many cases 
the displays are allowed to remain in the windows for 
weeks without change. Can you imagine a publishing 
company delivering the same newspaper to its sub- 
scribers day after day or week after week? No—a new 
copy comes out regularly on each publication date. 
That’s why people read it. A window display two 
weeks old is as stale as last week’s newspaper. 


Chain store window displays are changed on a regu- 
lar basis, and each window is carefully planned to 
attract sales attention. This fact alone accounts for 
approximately one-third of the customers who enter 
those stores. Chain store executives have found that 
customers lured into the stores by window displays 
buy promptly and in goud volume. They come irf 
without sales resistance. 


Poorly planned, improperly trimmed windows can- 
not successfully compete with well planned and care- 
fully installed displays. Old displays cannot success- 
fully compete with clean new displays. Your high 
priced salesmanship is of little value unless people 
come into your store. 


But the chain stores do not pin their faith entirely 
to newspaper advertising and window displays. Like 
good golfers, they follow through. 


Chain Store Competition 


The Key to Your Front Door 


This is the fifteenth of a series of articles in which the Editor discusses Chain Store Competition in all of its phases. 


Chain store employees are required to wrap up 
advertising material with all fast moving items. This 
advertising material may mention some leaders, but 
the bulk of it deals with items which pay a good 
profit. In that way they build up sales of profitable 
items. 


The average independent retail merchant pays scant 
attention to this form of advertising even though much 
of the material covering his profitable lines can be 
obtained free from the manufacturers. Millions of 
dollars’ worth of high grade advertising, which might 
easily be converted into millions in sales, is wasted 
annually because the independent retailers do not put 
it to work. 


The material furnished by the manufacturers is in 
most cases quality advertising. It is the product of 
the best brains in the advertising business. It is in- 
teresting, informative, and carries sales appeal. In 
ninety-nine cases out of one hundred it is far more 
attractive’ and productive than the advertising for 
which the merchant pays real money.- Above all, it 
scientifically creates favorable attention to profitable 
merchandise, and it intellifently talks quality. 


The greatest obstacle to independent merchandising 
today is the fact that people generally do not know 
value. If the people of your community knew value 
as well as they know price, you would have little to 
fear from.chain store competition. 


Naturally the maker of any article knows most 
about its quality and its value, just as you know more 
about hardware than does the average customer. He 
has one line, or one item to think about, while you 
have thousands of items. So long as he is willing to 
impart his knowledge to your customers, without cost 
to you, it would seem good business to let him do it. 


All the money you have invested in location, in 
stock, in fixtures, in display and in service is wasted 
unless prospective purchasers know what you have 
and its value to them. 


Don’t neglect your advertising. It is the customer’s 
key to your front door. 
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“We Cater to the Women Customers” 





They Have Invaded the Hardware Store and Buy About Seven- 
ty-Five Per Cent of Hardware and Allied Lines Says Cleveland 





ATER to the women. That is 
the keynote of the policy of 
Harry Hutchisson, head of the 
Davis-Hunt-Collister Co., Cleveland, 
who believes that 75 per cent of the 
hardware purchases are made by 
the feminine sex, Adopt the cafe- 
teria style of displaying and selling 
merchandise. Throw out the show 
cases. Keep the stores cleaner and 
lighter by using plenty of white paint 
and electric lamps. Departmentize 
stocks, so that consumers will realize 
that the store is the headquarters for 
the lines they want to buy. 


Mr. Hutchisson’s Rules 


These are some of Mr. Hutchis- 
son’s rules for successful merchan- 
dising to fit the changed conditions 
in the retail hardware business. When 
a boy of 14, Mr. Hutchisson got a 
job in a hardware store and has been 
in that business ever since, consider- 
able of that time being with some 
of the large retail and wholesale 
stores in Cleveland. Recently he 
became president of the Davis-Hunt- 
Collister Co., havin~ an old estab- 
lished hardware store in the down- 
town district of Cleveland. The 
store had recently moved to new 
quarters, had new equipment and pre- 
sented an attractive appearance. 
However, Mr. Hutchisson looked it 
over with his critical eye and de- 
clared, “This will never do” or words 
to that effect. Then he proceeded to 
tear out, build up and rearrange to 
make the store what he believed it 
should be. 

“Years ago women rarely went in- 
to a hardware store” said Mr. Hut- 
chisson in discussing the trend of 
hardware merchandising. “In fact, I 
have known hardware men who said 
they wished women would stay out 
of their stores, because women never 
knew what they wanted. All this is 
different now and several things have 
brought about the change. The main 
one is of course the fact that women 
are more aggressive in all walks of 
life and are doing all kinds of work 


Merchant, Who Has Made His Store Over to Appeal to Women 





Then the catalogs and cataloging 
lines came into the homes and edu- 
cated the women as to merchandise 
and prices on all lines. Next came 
the shorter hours that retail hard- 
ware stores felt were necessary, mak- 
ing it more convenient for women to 





buy, as the men had to work late, so 








and managing that was formerly done 
only by men, except in very few cases. 





HARRY HUTCHISSON 


that they could not get cleaned up and 
go to the store before it closed. This 
is the very big reason why the drug 
stores are putting in lines and are 
successful in selling merchandise that 
was formerly sold only by hardware 
stores. Then along came the depart- 
ment store, and the five and ten cent 
store, and still later the cafeteria 
style of merchandising. 

“While my statement that 75 per 
cent of the hardware sales are made 
to women may not be correct, I would 
sooner believe that it was more than 
rather than less than that percentage. 
I believe that this statement is true of 
all lines such as paints, house fur- 
nishing goods, sporting goods of all 
kinds, selections of builders’ hardware, 
electrical and plumbing goods, and in 
fact everything in hardware lines that 
the home owner needs. If the women 
are now buying most of the hardware 
as I sincerely believe, then the hard- 
ware man must adapt himself to the 


displaying and handling in the cafe- 
teria style, by keeping the store 
cleaner and using plenty of white 
paint and electric lamps, and by de- 
partmentizing his stocks so that cus- 
tomers will realize that his store is 
headquarters for the lines wanted. 
Some retailers have electrical and 
other lines scattered all over the store. 
If everything in one line is grouped, 
it would make a much better show- 
ing. 

“Stores should have their merchan- 
dise marked in plain figures and so 
arranged that the customers can 
handle it. All window and other dis- 
plays, including moving displays, — 
should also be price marked in plain 
figures and where possible located 
where customers can handle the 
goods. Personally I believe show- 
cases are a liability to a store rather 
than an asset. 

“It seems to me that there are 
three outstanding points in any busi- 
ness of today. First of all is service. 
The second is high quality merchan- 
dise. The last is price. While the 
price must be right, it will come last, 
for if the merchant gives his customer 
real service and the right kind of mer- 
chandise for his purchase, he will pay 
the price.” 


Store Rearranged 


In rearranging the Davis-Hunt- 
Collister store, Mr. Hutchisson has 
taken out all the show cases except 
three, and substituted tables in their 
place. He figures that by the elim- 
ination of the show cases and the 
saving of the space occupied by them, 
and the floor room back of them, he 





has increased the floor space 40 to 50 
per cent. The store now has four 
aisles instead of two as heretofore. 
On each side of the aisles are tables 
having glass partitioned apartments 
in which the merchandise is dis- 
played and the price of the articles in 
each compartment is marked in plain 
figures. The store is arranged with 
a view of getting people who enter 





newer conditions by catering more to 
the feminine trade, by getting more 
goods that the women will buy, by 


to walk up and down the aisles and 
look the stock over. The cafeteria 
style of arrangement pleases custom- 
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ers and makes sales. Merchandise 
of each line is grouped together on 
the tables. Surplus stock is kept in 
cases beneath the tables, so that all 
the space is utilized to the greatest 
possible extent. 

Tools, cutlery, and electrical ap- 
pliances are displayed in open cases 
on the side walls, all in reach of the 
customer, and marked in plain fig- 
ures. Shears are in glass enclosed 
sidewall cases. As previously men- 
tioned, only three show cases have 
been left in the store. One is used 
for displaying pliers, one for special 
tools, and a third for pocket knives. 
Saving of space has permitted the 
bringing to the first floor of lamps 
from the basement and electrical ap- 


Making the hardware store 
clean and attractive encour- 
ages the ladies to visit you 
when spending that seventy- 
five per cent of the family 
income for hardware and al- 
lied lines. Davis-Hunt-Collis- 
ter Co., Cleveland, Ohio, keep 
practically all merchandise 
on open display, visibly 
priced and arranged in such 
a manner that it is easy to 
look at and easy to complete 
a sale. Harry Hutchisson is 
president of this company. - 
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pliances from the other sales floors. 

By an important rearrangement a 
mezzanine floor that extends around 
the first floor, has been made a real 
sales room. This balcony space, 


which was formerly reached by a/| 
flange nipples that are attached to the 


narrow stairway, has been made much 
more accessible by the erection of 
a wide stairway conspicuously located 
near the rear of the store. On the 
mezzanine floor are located radio 
equipment, wheel goods, sporting 
goods, bicycles and fishing tackle. Ex- 
tending out from the balcony rail a 
ledge has been provided, and this 
furnishes space for two rows of dis- 
play compartments similar to those 
on the first floor tables. 

An efficient method has been ad- 





opted for displaying the wheel goods. 
The coasters, tricycles and other 
small wheel goods are hung on pins 
extending a foot or more from the 
sidewalls, These supporting pins are 
made of gas pipe screwed into floor 


wall. Caps cover the ends of the 
pins. This method of stocking the 
wheel goods permits the compact dis- 
play of these goods, and considerable 
floor space is saved. The wheel goods 
are in a good position for inspection 
by customers, and can be easily taken 
down and replaced. Taken all to- 
gether, there is little in this self- 
serve type of store that the customer 
cannot put his hands on without call- 
ing on a salesman. 


Mr. Hutchisson is 
a veteran hardware 
man well known 
throughout north- 
ern Ohio and the 
surrounding terri- 
tory. This rear- 
ranged store is the 
result of his exten- 
sive wholesale and 
retail experiences. 
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Three Letters— 
Three Lives— 


By Saunders Norvell 


HIS is vacation time—the summer is half gone 

Shall we not adjust our thoughts to the season of 

the year? Isn't this a good time to forget all of 
our business problems? Here are three letters: One 
that came from a little girl in Florida, another that came 
from a young working girl who lives at 180th Street on 
the East Side of New York City, and the third a letter 
written in answer to these two young girls from a young 
lady living in Westchester County, N. Y. 

* o* ok * 

“Dear Mr. Norvell: We live in Florida. Daddy is 
in the hardware business and brings home the Harp- 
warE Ace and I often read your articles. Some of them 
I like and others are not so good. I haven’t cared much 
for your articles recently—I thought all you wrote about 
‘Henry Brown’ was silly, besides I am not especially 
interested in business. After reading your extracts from 
Kipling’s poem ‘Tomlinson’ I read the entire poem. 1 
think Mr. Kipling uses some very naughty language in 
that poem—I don’t see why they call him a great poet! 
I don’t think it is necessary to use such ugly words as he 
does—besides I don’t think you should speak disrespect- 
fully of the devil. 

“The kind of articles that I like you to write are those 
where you tell about travel and about life. I like to 
know how other people live in other places—I enjoy 
your travel articles. Some day I hope to do some travel- 
ing myself. I thought you might be interested if I wrote 
and told you_all about our town and just how I live. 

“Our town is on a river in Florida. There are thick 
woods all around us. The woods are so thick that you 
cannot travel through them. When the railroad was 
built to our place, they had a hard time cutting their way 
through the trees. Then theré are a lot of swamps every- 
where and they had to do a lot of filling in. This town 
sonce had a big boom anda lot of people came down here 
from New York years ago and spent a lot of money. 
They built a lot of houses and a big hotel. Then the 
bubble burst and almost everybody left. Most of these 
big houses are empty and are falling to pieces. Most of 
the rooms in the big hotel are empty but it has wide 
porches all around and it is nice to sit on these porches. 

“We haven't any regular barber shop but a traveling 
barber comes about once a week and the men sit out 
under the porch of the hotel and get shaved and have 
their hair cut—mostly they get haircuts because they 
shaves themselves. Then, sometimes the girls who live 
in the town also get this barber to bob their hair, but I 
don’t think he does a very good job.” My bob isn’t like 
those I see in the picture papers! Funny, isn’t it, to have 
a town that cannot afford a regular barber? 

“Then when I don’t know what to do, I wander down 
to the river. It is full of floating hyacinths. Thousands 
of them come floating down the river and then when 
there is an eddy they go around in circles and sometimes 
the current even carries them upstream. And so I sit 
and watch the hyacinths coming down stream and cross- 
ing themselves going upstream and then going around 
in circles like people dancing. 


“The water in our river is about the color of thin 
coffee. This is due to the fact, so they tell me, that the 
water is stained by the bark of the trees. It isn’t a nice 
river for bathing—not only because the water isn't very 
clean but also because it is full of crocodiles. I sec them 
all the time lying stretched out on logs in the sun, and 
they tell me they live to be over a hundred years old. [| 
don’t think it would be very pleasant to be bitten by a 
crocodile. I don’t like them or alligators because they 
are so lazy. 

“We have fine bass fishing here. The men go out 
either early in the morning or late in the evening and 
they catch a lot of bass and they make very fine eating. 
Some of them are very large and I am sure you would 
enjoy this bass fishing. Most of the fishing is done with 
imitation minnow with what they call casting. The bass 
are certainly very foolish fish to bite at one of these imi- 
tations that I don’t think look a bit like a fish, but of 
course it may when it is being pulled through the water. 

“We do not have very niuch excitement here in this 
town—very few strange people ever come here now. My 
daddy runs a general store and carries just a little hard- 
ware. The woods are so thick around here that there 
are no farms and very few people near us. I therefore 
don’t think that your plan of a house to house canvass 
for cutlery would be very successful in this neighbor- 
hood. 

“Our people are very religious and they don’t believe 

in dancing. I never went to a dance in my life—lI read 
about the night clubs in New York and I wonder how I 
would feel if I should go to one. In one of your articles 
you wrote about a night club and Dad did not seem to 
like it very much. However, sometimes we have picnics 
just on the edge of the woods—in a place where there 
‘is a clearing. At these picnics we play games and eat 
fried chicken and chocolate cake and this is very excit- 
ing. Sometimes we have ice-cream but not often be- 
cause it is only now and then that we have ice in our 
town. 
“You would laugh to know my greatest pleasure. We 
get the Sunday papers about Wednesday and when Ma 
and Pa have finished reading them I will take the papers, 
especially the picture section, and go away and hide and 
read every word. I love to look at all the new dress fash- 
ions—I wonder how I would look in one of those dresses. 
Mostly, I just wear calico that Ma gets from Pa’s store 
—but some of the designs, even in calico, are very nice. 
I think I look nice even in calico, because I get dress pat- 
terns and make my-own dresses and with these up-to- 
date patterns there is no reason why a girl living in the 
woods in Florida should not wear clothes just like the 
girls in New York—the only difference being in the 
material. 

“T like to see all the bathing pictures in the Sunday 
papers—what a lot of fun the young people at the sea- 
shore mist have bathing! They do not have to be afraid 
of alligators, but I guess there must be some sharks 
around! 

“Then I notice in these papers that Gene Tunney 15 
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going to quit the ring and go to Europe to study philoso- 
hy. | think he must be reading some of your articles. 
[ should think it would be much nicer to study philoso- 
phy and be a philosopher than to be a prize-fighter. I 
wonder if you know Gene Tunney and if he comes to 
see you in your office on Broadway? I would like very 
much indeed to meet Mr. Tunney, but I don’t think he 
would be happy in our town. (Mr. Tunney called at our 
office today.) 

“Now, if you have time I wish you would write an 
article telling just what all the girls do up in West- 
chester County where you live—I am sure a lot of the 
daughters of hardware men would like to read such an 
article, and I am also sure they get bored by some of 
your other articles as I do. 

“ “Hoping that you will not think I am forward in writ- 
ing you and trusting that you will not use the name of 
my town or my name because Dad might be angry with 
me for writing you, 
“Very respectfully, 
“X X X X X X X.” 


* * * ca * 


So much for the letter from Florida. Now, as a co- 
incidence I have received another letter from a young 
woman almost in the same mail—living on the East Side 
of New York. Here is her letter: 

“Dear Mr. N.: My father runs a hardware store up 
near 180th St. It is just a little store because he hasn’t 
much capital. He buys most of his goods from the job- 
bers. I read your articles and I find them entertaining. 
Sometimes, I think you are just poking fun at the hard- 
ware men and that you are not very serious. But it was 
mean for all the men to get together and jump on poor 
‘Henry Brown’ so hard. I see Mr. Atkinson writes that 
‘Henry Brown’ doesn’t need any defense. I certainly 
think anyone who had all the mean things said about 
him, that they said about ‘Henry Brown,’ would need a 
friend and some defense! 

“My family came here from Moscow, Russia, when 
I was a baby. I have never seen anything of the coun- 
try except just around New York. I don’t remember 
coming over here in the ship, but-my father and mother 
often talk about the old days in Russia and I sit and 
listen. Sometimes I see you write about Russia and I 
do not believe you know very much about it because you 
have never been there—you must get all your informa- 
tion from books or other people! 

“Our family is quite poor and so I help out with a job 
in a wholesale milinery store down on 27th Street. All 
day long I sew flowers and ribbons on hats. I like to 
make hats and it is quite easy. It is surprising how little 
hats cost’ and how much the ladies pay for them after 
they are made. The only trouble is that I just do one 
thing all the time. Sometimes I try to get the fore- 
woman to change me to other things. It gets tiresome 
just doing one part of a hat over and over again from 
8:30 until 6:00 in the evening. Before I leave home in 
the morning I help my mother get the breakfast, so I 
have to get up every morning about 5.30. This is not 
so bad in summer but I don’t like the winter mornings, 
when it is so dark. Then I take the express subway 
from 180th Street to Grand Central Station, where I 
transfer to a local and get off at 33rd Street. This is a 
long trip up and down every day and often the subways 
are crowded and it is not very pleasant. During the hot 
spell recently we were often crowded in the subway so 
thick that it made one almost faint. It isn’t much fun to 
8et up so early and travel so far on the subway and then 


sew flowers on a hat all day, take the long trip on the 
subway again and not get home until late. 

“My brother also works but he will spend his money 
and he and father frequently quarrel when he spends so 
much. Brother says that you are only young once and 
he doesn’t want to save up all the time for some future 
that may never come. Father and mother are always 
telling us we must save and some day we will have a 
fine house of our own out in the country and all the 
good things that other people have. 

“On Saturdays and Sundays I have to make my 
clothes. I like this, but it takes a lot of time. I am using 
an old pair of shears. It must be nice to have a nice pair 
of shears when one is working. Father doesn’t carry 
shears in his hardware store and he says that tailors 
don’t use tailor’s shears so much these days as goods are 
cut with machines and that fifty thicknesses of cloth are 
cut at the same time by these tailor’s machines. I guess 
machinery is changing everything. 

“Now and then we do have a good time—it isn’t all 
hard work with us. You see we have dances in our 
neighborhood in halls and I don’t suppose you ever went 
to a dance like ours. The boys have to pay ten cents 
each to dance and the girls usually go in pairs—I go 
with my girl chum. Then we meet the boys at these 
dances and of course the pretty girls all have the most 
attention, and the plain girls sometimes feel very badly 
and cry because none of the boys ask them to dance. I 
have met several boys at these dances and they seem to 
like me, but of course, they get jealous at each other 
about seeing me home and this is very disagreeable. 
Then the trouble with most of these boys is that they 
are very nice at first and then they get fresh—it is too 
bad that a girl cannot have a good friend without always 
have to fight him! 

“Most of our spooning is done in the downstairs hall 
of our apartment house—because I could not take my 
boy friends upstairs—this isn’t very convenient, but I 
think, nevertheless, that I will be engaged soon. Then 
on Sundays sometimes, and other times, we make up 
parties and go to Coney Island. There is a lot of fun 
in putting on your bathing suit and playing around on 
the beach. I can swim very well and when my boy friend 
got fresh with me in the water, I gave him a good duck- 
ing. I think I can swim better than he and this made 
him angry. He always likes to think that he is superior 
to me in every respect and he always puts on a lot of 
airs. I like to call him down now and then. 

“Please pardon me for writing you all about my life 
but I thought you would be interested and you never 
have written a thing about the people who live on the 
East Side of New York. ‘ 

“What I would like to know is whether you think it 
is better for a girl, especially a working girl, to get mar- 
ried just as soon as she can. My father says that he will 
be glad when I am married and then I will quit wasting 
time in the front hall of our apartment house! Mother 
says, ‘Now, Isaac, don’t worry the girl about getting 
married—she is plenty young yet!” 

“Yours sincerely, 


“X X XX X X Xz” 


*k * * kK * 


So that’s that! Quite a difference in the lives of the 
young girl in Florida and the young lady on the East 
Side! Now here is a letter written by a young woman 
who lives in Westchester County, and this letter is ad- 
dressed to these other two girls. 

“Dear Friends: My father is the vice-president of a 


(Continued on page 80) 
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The Speed Lettering Pen for Quick 
Show Card Writing 


By 


HE Speed lettering pen is com- 
paratively a new invention to 
facilitate the art of show card 

writing. They are practically fool 
proof and are so designed that they 
may be successfully operated in the 
hands of anyone willing to practise 
with them according to the instruc- 
tions herewith. They are not intended 
to take the place of the brush or the 
fine engrossing pen, but for quick, 
knock out effective and legible show 
cards they cannot be equalled. 

This single - stroke half - round 
Gothic block alphabet is particularly 
adapted for speed pen lettering, The 


In Four Lessons (Lesson One) 


JOSEPH BERTRAM JOWITT 


| strokes composing each letter being 


of equal width all the way around, 
and as each stroke taken being a fin- 
ished part of a letter requiring no 
squaring off or touching up, it is easy 
to understand from where the speed 
pen derives its name. 

The difference between lettering 
with a brush and the speed pen is: 
That a brush will naturally spread 
out under the slightest pressure, and 
when removed from surface will 
leave an unfinished terminal which 
must be evened off by turning the 
brush sideways. 





The speed pens are so strongly 





| constructed that they will not spread 


under pressure, each pen is rein- 
forced with a brass reservoir shank 
which holds sufficient ink to write 
from six to ten words with one dip- 
ping, and if the bill of pen is kept 
flat on the surface, the end of each 
stroke will not be ragged or uneven 
when pen is removed. 

While the Speed or “Speed Ball” 
pen is the speediest tool invented for 
free hand lettering of the hurry up 
kind, it will not do very large letter- 
ing like a Red Sable brush, but for 
small show cards like the ones illus- 
trated herewith which measure 11 x 
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The new 


“YANKEE” 


Ratchet 
BRACE 


works like 
a Watch — 


14 inches, the pen will do the work 
in one-half the time required for 
brushwork. 


Using Speed Pen 


In general appearance the speed 
pen is not unlike the ordinary writing 
pen point, but instead of the usual 
fine points, the nibs consist of two 
hemispherical flat surfaces with a 
fine split between them, the points 
are round and blunt and bent up, 
just as if you would take a pair of 
small pliers and bend up the points 
of an ordinary steel pen after filing 
the point round. These two ‘points 
together form a circle, so that when- 
ever a pen is placed on any surface, 
it produces a solid circle of ink or 
color; and, if it be drawn along, a 
solid, uniform line with those per- 
fectly rounded terminals so difficult 
to obtain with other drawing or let- 
tering instruments. Each pen is 
equipped with a reservoir which re- 
tains sufficient ink for the drawing 
of several letters, and renders un- 
necessary frequent dipping in the ink 
bottle. 

It is very important that the ink 
should not be either too thick or too 
thin; the regular show card inks 
should be thinned by adding a few 
drops. of water at a time until it 
flows freely from reservoir. Black 
india ink, which may be purchased in 
most stationery stores, will be found 
the most satisfactory of all. The be- 
ginner should remember that the 
speed pen will not work properly un- 
less the tip or bill of pen is at all 
times kept flat upon the surface; 
very little pressure will cause the 
writing fluid to flow. 

_ The writer wishes to emphasize the 
importance of just plain white show 
cards with neat black lettering, with 
a little shading or gray border. High- 











ly colored lithographed show cards 
have their place of course, but at 
best they have the stiff appearance of 
the stereotyped printed litho, some of 
which are so very much overdone in 
color combination that they do not 
readily find a place in the modern 
hardware store. 

A plain white card with neat black 
lettering well balanced carries more 


Burgess 
Flashlight 


Batteries 


Specially 
Priced _— 





weight and is much more compelling 
than a show card all dolled up in the 
colors of the rainbow. 

There is one very important thing 
that the beginner at show card writ- 
ing should keep in mind, and that is 


August - 
Clearance. 








i 











The second of four lessons 
on speed pen lettering will 


appear August 23 


Sherman 
DIAMOND 


CHOSE 
NOZZLE 


cAlways a 
Perfect Spray— 


brevity of copy, for no matter how 
finished a job of lettering may be, it 
is a failure if the card has the ap- 
pearance of being crowded. Study 
your copy and then see how much 
you can boil it down, eliminating all 
unnecessary words and particularly 
all superfluous “and’s” “if’s” “of’s” 
etc. There is a big difference in tell- 
ing the story on a show card from 
the published ad in the newspaper. 
The card is generally placed on or 
near the article displayed, which more 
or less speaks for itself, while in the 
newspaper advertisement a detailed 
description is essential. A great many 
copy writers have learned through 
intensive practice, that the longest 
story can be told in a brief way and 
far more effectively. This is the first 
of a series of four instalment lessons 
on the Speed pen, showing the simple 
“Speed pen poster Gothic” and each 
letter in its regular course of con- 
struction? The capital letter “A” re- 
quires but five single strokes to com- 
plete as the arrows and numbers in- 
dicate. The letter “B” requires but 
three single strokes. Four single 
strokes complete “the letter “C.” 
Each stroke is finished as the pen is 
removed, no patching or straighten- 
ing is required. 


Lower Case Letters 


The lower-case letters shown on 
the bottom of plate require one-half 
the amount of strokes as do the cor- 
responding capital letter. The prac- 
tice strokes shown on the bottom of 
plate should be copied several times 
before attempting to construct the 
letters. These speed pens are now 
on sale everywhere. The writer will 
be glad to supply the manufacturer’s 
address to any of our readers who are 











unable to secure them at home. 
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Preserving Time Is Here 


An Actual Demonstration of Modern Preserving Methods Will 
Interest the Women of Your Community and Stimulate the Sale 
of Canning Equipment, Cook Stoves and Kitchen Specialties. 


ODERN methods and equipment have made the 

annual preserving period a clean, pleasant and 

attractive job for the women of your com- 
munity. Colleges, health bureaus, equipment manufac- 
turers, and fruit growers associations have for several 
years spread truthful propaganda interesting more 
housewives in the canning of fruits and vegetables as the 
summer season closes. There have been newspaper 
articles by recognized domestic science authorities, which 
include recipes, and pictures of the very equipment you 
sell, as illustrations. Women’s magazines have featured 
preserving as an economical means of storing fruits, 
vegetables, beverages and other delicacies for use during 
the winter and early spring. This year’s crop yields 
encourage the belief that 1928 will be a big year for 
home preserving. 

Among the equipment needed are glass jars, preserv- 
ing cans, jar rings, bottles, bottle crown tops, . bottle 
cappers, jelly strainer sets, cooking kettles, fruit 
crushers, cook stoves, mixing bowls, measuring spoons, 
special cutlery and such kitchen utensils as may be 
especially useful in this work; family scales, fruit 
hullers, cold pack outfits, sealing wax, colanders, filters, 
strainers, etc. 

Displays of this merchandise in your window and in 
a prominent location inside the store will help sales. 
Cards suggesting outfits, suggesting canning and giving 
prices will aid. Actual samples of preserving neatly 
done could be borrowed from local women and used 
for display advertising. Probably the most effective 
plan to focus attention on preserving equipment would 
be an actual preserving demonstration, preferably at 
your store so that women attending will see your stock 
of equipment while in the mood for buying such goods. 

Manufacturers of stoves and cooking utensils can 
usually arrange for a cooking expert to handle a pre- 


serving demonstration, in which only modern equip- 
ment and latest methods are used. The actual preserv- 
ing of fruits, vegetables, jellies, jams, and beverages 
is done slowly and carefully by the experts with the 
women of the town sitting around as though attending 
a school, which it really is. Questions are solicited on 
methods and equipment. Wherever tried such demon- 
strations have proved very successful. It is customary 
to advertise such an event in every way possible, with 
circulars by mail, formal type invitations by mail, news- 
paper advertising and wherever possible a news story in 
your local paper. Each attendant is registered on a card 
which when completely filled contains name, address, 
phone number, make of stove now in use, interest in 
new stove and similar questions on other related mer- 
chandise. This gives you a wonderful prospect list to 
work on and gives you a few changes for your mailing 
list. 

Preserving demonstrations should be handled similar 
to the fairly well known general cooking demonstra- 
tions, a good example being the experiences of J. B. 
Wilson & Sons, of Clinton, IIl. 

When this firm bought out a hardware store in Clin- 
ton, Ill., about six years ago, one of the first things they 
noticed was that there was almost an absolute lack of 
women customers. The store had in the past grown to 
be a loafing place for the men of the community and 
for the first six months under the new ownership there 
wasn’t an average of four women in the store in a week. 
In order to stimulate a greater feminine patronage, Mr. 
Wilson called upon his relatives for assistance and every 
afternoon his cousins, nieces, aunts and other women 
relations stayed around the store attracting other women 
im and driving the male loafers out. 

Contrasted to this earlier condition is the story of 
over 600 women visiting the store in four days during 




















April, two years ago. Early that year Scott Wilson, in 
trying to enlarge the already profitable women’s trade, 
hit upon the idea of holding a cooking school, the same 
as are often held in the larger cities. He immediately 
wrote to several of the manufacturers of household items 
he handled as well as to several makers of food products 
explaining his plan and asking their support. Out of the 
many favorable replies he selected as the ones most help- 
ful to his plan a range company, two kitchenware manu- 
facturers, a brush company, a paint manufacturer, a 
maker of thermostats and a refrigerator manufacturer 


Recent canning supply window display 
used by Dopp & Watson, Ashland, Wis., 
is shown on the opposite page. Note the 
use of actual preserves on a model pan- 
try or cellar shelf as shown in the back- 
ground. Such a realistic appeal stimu- 
lates genuine interest first in preserving 
and then in the necessary equipment. 
The window man did not forget cutlery. 
Photo at top of this page shows how 
Erie Hardware Co., Erie, Pa., displays on 
an open top table about everything a 
woman would need to fix up her fruits, 
vegetables, beverages, jellies and jams. 
This is a concentrated yet complete 
presentation of this seasonable line. 
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and in addition a large flour mill, a cake flour concern 
and a baking powder company. The services of Mrs. 
I‘lorence Grey, the domestic science expert of one of 
the companies was also secured. 

The next step was to see the other local merchants. 
The ice company promised to donate ice, the creamery 
milk and cream, the grocers various items, and the 
florist flowers, while the dry goods store furnished drap- 
eries for the ‘school room.” Even the two local under- 
takers contributed by loaning their entire stocks of fold- 
ing chairs and the town’s newspaper ran columns of 
advance reading notices that helped materially in swell- 
ing the attendance. The newspaper took such an active 
interest in the affair that it loaned its name and became 
jointly responsible with Mr. Wilson for its success. 

The second floor of the store, reached by a stairway 
at the back of the store itself and ordinarily used for 
a stove and refrigerator salesroom, was converted into 
a suitable lecture room by installing two gas ranges, a 
refrigerator, a kitchen cabinet and a table at one end 
with the borrowed chairs arranged in rows facing them. 


Helped Mailing List 


A list of 800 women’s names was selected for their 
credit standing and printed invitations mailed to them 
to attend the sessions to be held from 2 to 4:30 each 
of the four days. It was expected that there would 
probably be an attendance of about 75 women per day, 
but actually there were 143 the first day, 178 the second, 
226 the third and 184 the fourth, the last day being very 
stormy and rainy. One woman came a distance of 
nearly 80 miles to attend a lecture. Each woman was 


asked to sign a registration card each day, the card also 
containing questions as to the make and age of the 




















POE REIS TEAM Ben 3 


Two photos shown at the bottom 
of this page were taken at the store 
of J. B. Wilson & Sons, Clinton, 
Ill, during the cooking demonstra- 
tion mentioned in this story. One 
cut shows a close up of Mrs. Grey 
at work and the other a glimpse of 
part of the interested women of 
Clinton who attended this demon- 
stration. 
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woman’s range. This not only developed a wonderful 
mailing list for future use but 58 acknowledged range 
prospects were obtained in this manner and Mr. Wilson 
has already delivered nearly $1,500 worth of ranges 
to women who attended the demonstration. 

Mrs. Grey in her demonstrations actually cooked 
various dishes, filling up one range and then continuing 
her lecture while the food was cooking. In her talks she 
used utensils taking from the store, calling attention to 
them, explaining how she used them and answering any 
questions about them. An example of how the school 
paid for itself is shown by the following experience: 
On the first day Mr. Wilson had four dozen aluminum 
mixing bowls in stock—Mrs. Grey took one of them 
to use in her demonstration and afterward by the time 


the women had passed through the store on their way 
out, three bowls remained in stock. Other items, pans, 
knives and the like went in the same way. In the store, 
a booth, in charge of a paint salesman and his wife, was 
given over to demonstrations of home uses for paint and 
was a very interesting and profitable adjunct to the 
school. 

The women attending the cooking school were about 
evenly divided between those who were customers of 
the store and those who had never been in it before. 
Many of the latter are now coming in regularly and 
Mr. Wilson made one sale of over $100 to a woman 
who formerly had not been a customer. The whole 
school paid for itself in increased sales during the four 
days and the after sales were extremely good. 





Hardware Man Wins First Award 
in Clock and Watch Display Contest 


EORGE F. HAUBER, display manager of the 

Emigh-Winchell Hardware Co., Sacramento, 

Cal., has been awarded the first prize of $25 in 
the speciat May-June seasonal window display contest 
sponsored by the Clock Manufacturers’ Association of 
America. The ingenious window arranged by Mr. 
Hauber is reproduced herewith. Without the use of 
special lighting and display equipment the display has a 
definite sales appeal that could not be ignored. 

The second prize in this grouping was won by C. Len- 
hart of the window display department of L. Bamberger 
& Co., Newark, N. J. The third prize of $10 was 
awarded to Everett W. Quintrell, display manager of the 
Elder & Johnston Co., Dayton, Ohio. 

This seasonal contest was open to the retail dealers 
throughout the United States who would feature in their 
windows, during the months of May or June, clocks and 
watches manufactured by members of the association. 
These include the Wm. L. Gilbert Clock,Co., Herschede 
Hall Clock Co., The E. Ingraham Co., > Clock Mfg. 
Co.; New Haven Clock Co.; The Waterbury Clock Co. 
(Ingersoll Watch Co.); Western Clock Co. and the 
Sangamo Electric Co. 

There will be two other seasonal contests, one cover- 
ing the months of August and September, the other cov- 
ering November and December. In this way displays 
can be tied up with seasonable sales throughout the year. 


A master award of $100 for the photograph of the best 
display of the year, either window or interior, is also 
offered by the association, in addition to a series award 
of $100 for the best series of three or more photographs 
of window displays installed by a retail dealer in 1928. 
An award of $50 as first prize and $25 as second prize 
will be given for the best photos of watches and alarm 
clock displays. A similar award will be made for photos 
of the best displays of clocks other than alarm clocks. 
All entrants for the special seasonal awards automat- 
ically become entrants for the series award. It is pos- 
sible for any contestant to win a $375 in prizes. 

It is not necessary for a retail merchant to purchase 
merchandise in order to enter the contest, as members 
of the association will loan merchandise to dealers who 
desire to have a photograph entered in the contest. The 
photos need not feature clocks and watches solely, but 
these articles must be the dominating feature. 

Photographs of general displays taken at any time 
during 1928 and November and December seasonal dis- 
plays must reach the association’s office, 644 Drexel 
Building, Philadelphia, Pa. by Jam. 15, 1928. The 
August-September contest closes on Oct. 15, and all 
photos for this contest must be in the judges’ hands at 
that date. Full information can be secured from the 
Clock Manufacturers’ Association of America. 
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What the Hack Saw Association 


is Accomplishing 


By William E. Cross 


Vice-President, Hack Saw Association of America, Inc. 
Treasurer, Clemson Bros., Inc., Middletown, N. Y. 


WO years ago, there was an 

Association of Hack Saw 

Makers formed. This body 
has been working diligently and con- 
structively to better conditions as 
they found them at the outset of their 
task. Let it be understood and em- 
phatically so stated that our tasks 
have been entered into without, how- 
ever, reaching or attempting to reach 
any agreement or any concerted action 
with respect to prices or production. 
It was little thought, at the beginning, 
that there were so many avenues 
wherein the manufacturer could be 
of such real value in opening the way 
for betterment of conditions in gen- 
eral. 

All trades are subject to abuses 
that are in their origin, not by any 
means, intended to be far-reaching 
and general in their destruction. A 
few of these abuses that manufactur- 
ers and distributors continue to com- 
plain of are: 

Unjust returning of merchandise 

Failures to deliver 

Misrepresentations 

Disregard of shipping instructions 

Accepting orders which cannot be 
delivered 

Taking of long expired cash dis- 
counts 

Salesmen overloading buyer 

Merchandise delivered wrongly 

Unreasonable demands 

Etc., Etc., Etc. 

The cost in time and money which 
results out of such abuses is, while 
difficult and almost imvossible to es- 
timate, enormous. 

It is a fact that the last few years 
have seen the birth of many trade 
associations. “Necessity is the 
Mother of Invention” and this old 
adage was never truer than in the 
needs these various trade associations 
are filling. Years ago, the so-called 
gentlemen’s agreements, trade or- 
ganizations must and are known to 
have been formed on exactly the op- 
posite motives of those of today, the 
results of which meetings ended in 
failure. We are looking through dif- 
ferent spectacles, our vision is not 
-blinded and a better understanding 








No one branch of a 


” 


is the result. 
trade is a “Thing of itself set apart. 
The manufacturer needs and must 
have the distributor: the distributor 
needs and finds it absolutely neces- 
sary to have the confidence of the 





WILLIAM E. CROSS 


dealer. One cannot win and the other 
two lose, there must be a tie between 
them. Their individual success is 
dependent upon a harmony that is 
mutually enjoyed. Our own United 
States Department of Commerce has 
prepared and issued a book entitled 
“Trade Association Activities” that 
should prove of. interest and provide 
a vast amount of thought as well as 
enlightenment to all these engaged 
in any branch of trade today. 

The abuses to which those irter- 
ested in hack saws, whether thev be 
manufacturers, or distributors were 
of such character two years ago, that 
hack saws were almost a menace to 
the above-mentioned classes of trade. 
Hardly any tool on the market today 
has performed a greater service to 
the public than has a hack saw and 
yet through the most rutliless of busi- 
ness practices, it became an article of 





ill repute throughout the trade. The 
manufacturers seemed to have had 
an insatiable desire for volume at any 
price, the jobber met the competitive 
jobber’s price and went him one bet- 
ter, the large industrial buyer named 
the price at which he would buy hack 
saws, then the distributor didn’t seem 
to care whether he made any profit at 
all and sold them on extremely low 
margin. This situation could not last 
but during its regime, considerable 
havoc was wrought for all parties 
concerned. Under these conditions, 
no constructive building out of such 
chaos can better be realized than 
through the work of an association 
where all interests are common inter- 
ests. 

Trade associations date back to 
the Civil War but it was not until 
1915, that any substantial number of 
trade associations began to compile 
statistics, yet today, we learn that we 
owe to them, the majority of our cur- 
rent business statistics. These data 
are indispensable to most lines of 
business and to the Government. 
Their collection represents a valuable 
service and in no other way can the 
situation as regards sales, produc- 
tion, purchases and consumption of 
materials be so promptly grasped and 
utilized. 

The Hack Saw. Association of 
America, Inc., if it never accom- 
plishes another thing has been a pub- 
lic benefactor through its adoption of 
a simplification and standardization 
program. To the distributor, this 
means decreased capital requirements, 
decreased overhead and _ increased 
turnover. To the consumer, better 
values and better quality, prompt de- 
liveries and protection against un- 
scrupulous traders. It is stated that 
through trade associations collaborat- 
ing with the division of simplified 
practice of the Department of Com- 
merce, American Industry is saving 
by means of simplification alone, 
$500,000,000 a year. Previous to a 
standardization program being 
adopted, there were some makers 
showing in their price lists as many 
as 154 different specifications of hack 
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saws. Some makers listed certain 
sizes that no other manufacturer 
made, and now today all manufactur- 
ers after much time spent in a thor- 
ough discussion of the subject have, 
through working their problem out 
with the Division of Simplified Prac- 
tice of the Department of Commerce 
unanimously adopted a list of but 
sixteen sizes of blades which, with 
the various teeth, makes a total of 
but 55 in all. A real accomplishment 
which could not have come to pass 
had it not been for the newer under- 
standing of the word, cooperation. 
Due credit must be given to the 
Standing Committee of all interests 
which acted as a sponsor for this sim- 





plified program and which has and | 


will act with the Department of Com- 
merce in the establishment and proper 
functioning of the recommended sim- 
plified list. Distributors are repre- 
sented on this committee by Lawrence 
G. Puchta, vice-president of Queen 
City Supply Co. of Cincinnati, while 
consumers are represented by F. S. 
Walters of the Westinghouse Elec. & 
Mfg. Co., East Pittsburgh, Pa., who 
also represented the American Society 
of Engineers. A summary report of 
the General Conference held at 
Washington, D. C., April 12, 1928, 
was broadcast over the country to- 
gether with an acceptance form which 
has been signed and received from a 





sufficient number of producer-, dis- 
tributors, and users to insure the 


| general adoption of the reconimen- 


dation by the industry as a whole and 
the Department of Commerce i; now 
printing its customary booklet which 
will have distribution as another of 
their successful simplification pro- 
grams. 

The Hack Saw Association is do- 
ing good work in bringing about vari- 


| ous other solutions to problems of 


importance. The good of such an 
Association cannot be measured in 
its functioning along lines of coop- 
erative effort for the combined inter- 
ests of manufacturer. distributor and 
user. 





Hardware Items of 1793 Shown on Old Handbill 
Are Staples in To-day’s Hardware Store 


NE hundred and thirty-five years ago the hand- 
bill which is reproduced herewith, attracted an in- 
terested group of New York City residents to 


STEWART and JONES, 


Murray’s Wharf in the Hudson River. Here they se- 
lected hardware and kindred merchandise from a newly 
arrived ship. 

Stewart and Jones are listed in the directory of New 
York City for 1793 as ship chandlers and merchants, 
with offices at the corner of Wall and Front Streets and 
on Murray’s Wharf. They sold many kinds of mer- 
chandise and were considered to be most worthy and 
respected citizens. Definite information cannot be se- 
cured as to the surnames and connections of Stewart and 
Jones. It is assumed that a Joshua Jones, a ship chan- 
dler who resided at 19 Wall Street, was one of the part- 
ners, while Mr. Stewart was probably Alexander Stew- 
art, who at one time conducted a ship chandlery business 
at 68 Wall Street, and later formed A. Stewart & Co. 
He died in January, 1808. Many items offered for sale 
at that time are staple articles in the hardware stores of 
today. The spelling of the time and the style of the 
announcement makes the handbill of unusual interest. 
The billhead which was incorporated in the notice was 
for the convenience of the customers. 

These handbills were distributed through the streets 
of Old New York by apprentices working for Stewart 
and Jones. Hugh Gaine, a radical Tory, printed the 
handbill. He had a small shop in Hanover Square, with a 
large wooden Bible hung in front, notifying all that a 
print shop was within. 

The spelling in the notice is of interest. Chisels were 
then known as “chizzels,” gimlets were “gimblets” and 
alum was “allum.” These examples, as well as the con- 
stant use of the letter “f” in place of “s”, were merely 
the accepted spelling of the time and not the fault of 
Mr. Gaine, the printer. 

The original handbill, as well as many others, is care- 
fully preserved by the New York Public Library on 
Fifth Avenue, New York City, through whose courtesy 
we reproduce it. 


On Murray's Wharf, 
HAVE FOR SALE, 


ONDON Ground 
# Whise Lead, 
Yellow Oaker, 
Spanith Brown, 

Blue, green, black amd 
Venetian Paints in 


Oil; 

Dry White Lead, Red 
Lead, Vermilliog, 
Spanith Brown and 
Whiting, 

Putty, 

Paint Bruthes, 


Paint Oil, 

Varrifir and Spirits of 
‘Turpentine 

Litharge, Lamp, Liver 
and Biubber Oil ; 

Sheet and Bar Lead, 

Shot, B, No. 1, 2, 3, 
4: 5, 6, and 7; 

Beft: Holland Gun 
Powder, 


Crown Window Glafs 
6 by 8, 7 by 9, 8 
by 10, and larger 
Sizes ; 

Allum, - 

Copperas, 

Brimttone, 

Dye Wood, 

Glue, 

Grind Stones, 

Spikes and Nails of all 
Sizes, 

Locks and Hinges, 

Window and other 
Bolts, 

Screws, 

Hafps, 

Staples, 

Thumb Latches, 


Chizzcls, 


“‘Gouges, 


Augers, 

Adzes, 

Axes, 

Gimblets, 

Drawing Knives, 

Shovels and Spades, 

Coopers and Carpen- 
ters Toolscompleat, 

Warranted = Wood 
Axes, and New- 
England Scythes, 

Sean Jy Sewing T wine 
and Lines of all 
Kinds, s 

Anchors, 

Cables and Cordage of 
all Sizes, 


| Candilefticks, 


An Affortment of 
Knives and Forks, 
Iron, japan’dand Braf 


Pick ae 
‘Turpentine and Rotin; 
Red and White Chalk, 





With @ complete Affortment of Ship Chandlery, on reafonable Terms. 








NewYork, 
Bought of Srewart and Jones. 
Gch D. 
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What 


have YO 


done for Sports? 


Let’s Tell the American Sports Association how hardware 
dealers have promoted organized play. 


ILO E. WESTBROOKE, 

who was selected as organ- 

izer for the proposed Ameri- 
can Sports Association, is actively 
investigating the prospects for benefit 
from such an organization. This 
association of sporting goods manu- 
facturers is planned to systematize 
organized sporting activities. Mr. 
Westbrooke has visited a number of 
cities, including Toledo, Cleveland, 
3uffalo, Rochester, Pittsburgh, Day- 
ton and Columbus. 

In very few of these cities has he 
found sports organized to an extent 
that he hoped for. He has found in 
many cases that little or no effort has 
been made to organize for casting 
ponds, la-crosse, soccer, basketball 
fields and grounds, toboggan slides, 
archery fields, quoit, trap shooting or 
hockey facilities. 

In most of the cities baseball, golf, 
tennis and perhaps one or two other 
sports are recognized, because these 
sports happen to be popular in the 
cities and organization has been 
brought about by popular movement. 
In a few cases the dealer is a leader 
in the movement, but not in as many 


of them as would be expected. 

In this situation, Mr. Westbrooke 
finds that in some of the cities he 
visited there is practically no traffic 
in many sorts of equipment that is 
wonderfully suited for American 
amusements and, of course, the sport- 
ing goods merchants of that city are 
losing just that much volume. 

It is our opinion that the hardware 
dealers of the country 
have done much toward 
this sort of sport organi- 
zation and we would like 
to assist Mr. Westbrooke 
by pointing out to him 
these activities, so we 
make this request: 

Will you kindly write 
to HarpwareE AGE and 
tell us briefly what you 
have done toward organi- 
zation of a particular sport 
—or several sports as the 
case may be—and obtain- 
ing recognition for this 


sport in the recreational grounds of 
the city. 

We know of particular instances 
where hardware dealers, through 
their love for a particular sport, have 
taken this leadership and through 
their efforts concessions as to ground 
facilities have been obtained from city 
and other public grounds. 

Also that in many cases hardware 
dealers have been leaders in organiz- 
ing country clubs and similar self 
supporting organizations for the 
promotion of one or more sports. 

We would like to have these in- 
stances reported to us that we may 
indicate to the American Sports 
Association the activity of the hard- 
ware merchants in this line of pro- 
motion. Naturally we would like for 
the dealer reporting such instances 
to indicate the increased volume of 
trade that has resulted. 

In return for this favor, we hope 
to be able to tell you in the near 
future how the American Sports 
Association can help you to further 
organize your community for addi- 
tional sports and additional volume in 
sporting goods sales. 

The American Sports Association 
will be organized if it is shown that 
there is a field for such promotion 
and that sporting interest can be pro- 
moted through organized effort. We 
believe that it can and we believe 
the hardware merchants of the coun- 
try can and will put it over when a 
proper program is developed. Will 
you help us to demonstrate this to 
the men who propose to organize to 
build a more definite scheme of ac- 
tivity for the amateur sportsman and 
to accomplish a better use of park and 
other facilities available for various 
kinds of sports? 
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R. R. Trowbridge of the Bunting store with the Overland Park basket ball team for which he was coach 


Four Men in Bunting’s Are Active in Community Activities in 
One Line of Sport and Each Brings Trade to the Store 


OW many men in your store are mentally and 
physically equipped to take the leadership in some 
line of sport in your community ? 

Have you encouraged these men to do this? 

The Bunting Hardware & Machinery Co. of Kansas 
City has followed this line of trade development with 
decided success. It is necessary, of course, to select men 
and women for this work who have enough personal in- 
terest in the line of sport to devote much of their own 
time to it and then to arrange that they may have time 
from store duties to attend such meetings as are held 
during store hours. 

In the Bunting store are four men who are active in 
particular lines of sport and each brings into the store a 
group of enthusiasts who dominate the activities of the 
group. 

One of these is Melvin Crispin, the “baseball man,” 
whose store duties have to do with the cutlery depart- 
ment but who finds his personal recreation in baseball 
and who does not forget while on personal pleasure that 
he is connected with Bunting’s. 

Mr. Crispin was a baseball man at Missouri Univer- 
sity before his graduation and he had no thought of 
giving up the recreation that he loves when he went 


‘ 


into business. He has made himself popular as a player 
and an organization man in the amateur baseball circles 
of the city. He has asssisted in organizing leagues and 
in getting city parks and other diamonds for the 
scheduled games. One of these leagues includes 48 
amateur teams and there are several smaller leagues, so 
this following runs into a considerable number of ama- 
teur baseball players who must be outfitted with suits, 
balls, bats, gloves, masks, shin guards, protectors and 
the like. Also each of these players has his own sphere 
of influence among the unorganized amateurs in his own 
neighborhood. 

Mr. Crispin does not pretend that he knows each of 
these amateur baseball players but he makes it a point to 
always know a few men on each team and to see to it 
that these men know where he can be found during 
business hours, so it is no surprise that there is a more 
or less constant stream of baseball players coming to see 
him and to ask his advice. Even when they come to 
ask about their team playing some other team or accept- 
ing this invitation for an out of town game, it means 
they are becoming familiar with this highly depart- 
mentized hardware store and that they understand the 
organization is such that as long as they have a friend 

















in the cutlery department, they have a friend in any de- 
partment of the store. 

Mr. Crispin’s advice is often sought by players who 
are in a batting slump and who want to ask his advice 
about changing weight and shape of bat to get back to 
form. 

Another man who carries lightly a degree of leader- 
ship in his chosen sport is R. R. Trowbridge, whose de- 
votion is to basket ball. He has had much to do with the 
basket ball development of the city and especially in 
bringing into prominence girl teams. In fact, he is best 
known as a coach for girl teams, last season he coached 
the Overland Park team. His direct connection with a 
team brings him into close contact with the organization 
officers and he is consulted much because of his intimate 
knowledge of the sport and his ability to settle contro- 
versies and to help make schedules. 

In addition to the sales of court equipment, there are 
many articles of per- 
sonal equipment, such 
as uniforms, shoes, balls 
and like merchandise. 

Then, too, there is an 
accessory trade that 
reaches surprising fig- 
ures. The basket ball 
girls are the girls who 
take the lead in swim- 
ming and bathing ac- 
tivities. These girls 
know Mr. Trowbridge 
because of his activities 
on behalf of their win- 
ter sport and it is only 
natural that their habit 
of going to Bunting’s 
for athletic goods 
should extend into the 
summer season. ‘This 
makes Mr. Trowbridge 
a big factor in the bath- 
ing suit sales. 

Bunting’s, however, 
does not depend upon this element of popularity to hold 
the trade. Just at the opening of the swimming season 
each year the firm employs two models—a blonde and a 
brunette—to pose in bathing suits in the store’s window, 
and those who wish to express an opinion are invited 
to vote on which they prefer—blonde or brunette. This 
display, with its element of contest, does much each 
season to fix in the minds of Kansas City folk that 
Bunting sells swimming suits. - 

Now comes T. J. Creegan, of the sporting goods de- 
partment. While he knows all sports and the equip- 
ment required for any sort of an athletic contest, Mr. 
Creegan specializes in firearms. He learned to like mili- 
tary affairs during the World War and is now a reserve 
officer and he not only knows the sort of “shootin’ irons” 
that are used in the Army, but all other kinds as well. 

He is one of the organizers of the Shooting Club, 
organized by the U. S. Cavalry Reserve and always at- 
tends the meetings at the Armory at 40th and Main 
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Streets. The Armory meets are, of course, devoted to 
revolver practice and Mr. Creegan recently won the 
medal showing on his coat in the photograph reproduced. 
Mr. Creegan does not talk about the medal but the pho- 
tographer had heard about it and insisted that it belonged 
in the picture. He is posing here with one of the auto- 
matics, such as are used in the target practice. 

But this is only one angle of the firearms business. 
The men who form this group of marksmen are, natur- 
ally, considered more or less as authorities by other gun 
enthusiasts of the city. It is members of this group who 
travel out to Fort Leavenworth frequently to hold rifle 

(Continued on page 79) 





Above—Mr. and Mrs. James Rumsey and some members of the 
Bait, Fly and Casting Club. Left—Mr. Rumsey and a morning 
catch. Below—J. T. Creegan in action at a marksmanship contest 











AGE for 


AUGUST 9, 1928 





| w 
[24 
< 
3 | 
a 

| awl 

| < 
o| 


| 


*Sio[lejai IO} UOSBvaS Ac} Jasuo] & s}saddns 

*STOYIO OMIT “1AQq i SIL AVS oui ul JLUNOA 910s 

o1IBMpiIePY 94} O} UOlfIppe VWOIIM PB SoyxeUr pue 

4904s JO AjalIVA puke JUNOWe 0} se A]Ipva}s Surmois 
SI ‘J9ABMOY ‘SYIO}S SRLUJSIIYD JO} spuelWeap sy] 

<c 2[BS IVIA [[@ JO} DUT] JaS1R] & UT 910}S DIBMpILY 

ISCIOAB JY} JSI19JUI 0} YNIYIP Joyze1 useq sey jy] 

‘SpOOS Jaa4M UO AYSTYD SI UOI}IIS SITY} UI S210}S JIEM 
-piey oy} Jo Aueurt ur ssauisnq Ao} sea [Je ay J, 

‘UOSBAS SBUI}SIIY) 94} JO 9dURApR UI 

ivy Ang jou op oymM ‘ssahnq [Tews 94} JO ddUdTUDA 


UMQ SIP] JO []TV Aeq Aoy e& spjoy Joqqo{ srempsepyy 


-uOd dy} JOJ OSTR pue siadnq 3S81e] dy} JO Siaps0 
ul qy OY} A}JLYLOV} O} Jopio ul SAepljoy 84} [Wun 
YSnosy} SWUIOOIMOYS 9y} UleUTeW 9M JNq ‘T “Sny Aq 
SJapio Jay} pesejd savy saadnq adie] oy} ATjens—p 
‘UI WIOD 0} SsiIa{nq Josie] 9y} Jas 0} aie sOys 
ysIy ino pue Cc] ounf sey Ao} sty} usdo aM,, 

> So}IIM “OD VIM 
-piv}] SiMay-Suo7y 94} JO Jaseueul ‘uosyiM “Y “H 
‘puno13910} JOMO] dy} UT JUsUIWOId d1e SaTIqowOjny 
‘SapIYaA aplusan{ JO Spuly pO] Sepnpour jusujsed 
-3p spoos jaeyM oy] ‘pajdures are syjop jo spury 


pue sadiid snorea jo swat 76 ‘aanqord 94} ur WSU 

94} Je UMOYS ‘HIeI [TOP sy} UG “UMOYS die sto 

OOF] Ajeyeurxoiddy ‘si9dnpoid Ao} UMOUYy jsoy 

pue jsadie] 94} JsSI] 94} UI Surpnypour ‘siainjoeynueiu 

OZ UeYy} a10UI WOIZ pajzeEynuNdIV st YIO}s IY TL 
‘UMOYS SI PUI B JO UWId}T aUO ATUG 

“eUIeqe]Y Ul 9pel} [1e}91 BY} 0} SAO} Jo aur] s Auedusod 

94} JO UOTJeJUVseId eB JO} pasuelie SI WOO1 sy TL 

‘ely ‘Iowessog 
Ul ‘OD DIVMPILPY SMa ]-SuOT 94} JO Wool 
Koy ajdwres oy} JO MaIA jenied e& st FAO, 


eT 











Beach Merchandise has Profit and 


Interest Possibilities 


Sand toys and swimming equipment are always attractive to 
children of all ages who love out of doors 


dise is when it is in action and this is a suggestion to 

merchants to give time and thought to the study of beach 
merchandise from now until the end of the swimming season. 
Study this merchandise in the stores, at the beaches and in the 
yards of your neighborhood. Look it over carefully as to types 
of goods, quality, the use it is put to and its attractiveness to 
people of all ages. 

There was a time when only a few specialty stores along the 
beaches and the higher class playthings shops sold this merchan- 
dise and only department or drygoods stores sold bathing suits. 

But all of this is changed. Today beach merchandise is uni- 
versal and any factory representative will tell you that he finds a 
great volume of trade in communities that are far removed from 
what formerly was considered the. beach merchandise territory. 

On the salt water coasts there are hundreds of beaches to one 
years ago. Inland, wherever there is a river or a lake, beaches 
have come into being and are attracting thousands of visitors, 
all equipped with some beach merchandise. 

Indeed, in many communities, lakes have been constructed and 

“beaches” thrive in pleasure parks and country clubs and similar 
organizations. In many communities formerly accounted in the 
semi-arid regions there are now bathing resorts. Indoor pools, 
where bathing suits, swim-tubes, joy-balls, rubber balls, floating 
toys and similar purpose merchandise are used, are found in or 
near every community of size in the country. More than that, 
in many communities bathing is an all year sport to a limited 
extent. 
The value of beach merchandise to a store is not by any means 
limited to the direct volume or profit line itself. That, in fact, 
as we see it, is more or less an added attraction. One of the 
chief value points to a hardware store is the added interest it 
lends to many articles that have been, are and will be kept in 
Practically every hardware store—such as lunch carrying equip- 
ment, cups, rough and ready cutlery, camp chairs, big umbrellas, 
children’s garden sets, wheel toys, rubber balls—and you can 
complete the list from your own stock. 

Said a factory representative of a line of beach merchandise: 


{k= best time to study the profit possibilities of merchan- 


“Hardware stores have most of a line of beach merchandise 
already in stock. They bought this for the regular trade with 
never a thought of beaches or swimming. 

“If the hardware dealer will move this merchandise into the 
window or to the front of or in front of his store, add sand pails 
and shovels, swim-tubes, the rubber-cloth balls and a few of the 
flashy, well colored lower priced toys, he could have all of the 
kids of the neighborhood telling the folk at home about this dis- 
play. 

“Wherever water flows through pipes there are beach possi- 
bilities. No man knows how many families have beach scenes in 
their own yards with water from the hose playing on the group. 
Bathing suits, sand toys and camp chairs go with this form of 
amusement. 

“Wherever children have sand boxes there is a demand for 
the brightly painted sand pails and other toys.” 

No live merchant of today will overlook the point of what the 
beach display in his store will do to keep alive the interest in 
his playthings department. Beaches are the hot weather link 
between the spring fishing and baseball enthusiasm and the fall 
hunting and fcot ball excitement. It captures the imagination of 
people who do not quite rise to the heights of the more strenuous 
sports. It gives to these people a reason for thinking of your 
store and keeps them in touch with the merchandise you carry 
to make people happy—not merely permit them to live. 

Merchants who have profited from beach merchandise over 
several seasons tell us that the time to make the big strike is as 
early as bathing: weather comes to your community and they 
advise beating the weather man a few days. Much better to be 
ahead than late, for people are always looking forward with 
fond hopes for a good time. If warm weather comes early to 
your community, make two big strikes—one for the beginning 
of the season, the other when school is out. 

The first month is always the best. In New York community, 
much money is spent on these goods in June. July gets the big 
crowds at the beaches but does not increase money volume of 
merchandise much. August holds the crowds but spending is 
proportionately less. 
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Thirteen Hardware Stores Named in 
Children’s Day Contest Awards 


One Contestant Reports Interest in Window So Great, Play- 
things Will Be Repeated Each Six Weeks 


HIRTEEN hardware stores 
were mentioned in the list of 
awards by the judges in the 
Children’s Day Window Display con- 
test. Five of these were awarded gold 
coin prizes in the fifth and sixth 
classes. Photographs of these win- 
dows are printed on these pages. 
The prizes were offered by the 
Children’s Day Promotion Commit- 
tee. The conditions were extremely 
simple, requiring only that the dis- 
play be in the store window the week 
of June 16, that mention of “Chil- 


Honorable mention: L. F. Hollo- 
way Hardware Co., Fremont, Neb., 
Pearl Holloway ; The Jennison Hard- 
ware Co., Bay City, Mich., Theo. 
Engelhardt ; John C. Ross Hardware 
Co., Austin, Tex., Etta H. Merrill; 
Stahl’s Hardware, Lansing, Mich., 
M. J. Stahl ; The Steel Hardware Co., 
Wichita, Kan., Nat Wylie; Treat 
Hardware Corp., Lawrence, Mass., 
Donald Myles; Roland T. Warner 
Co., New Haven, Conn., D. H. War- 
ner; Wolff, Kubly & Hirsig Co., 
Madison, Wis., F. X. Weber. 





dren’s Day, June 16” be included and 
that the display reflect the “spirit of 
play.” Limited display of other juve- 
nile merchandise than playthings was 
not objected to. All photographs 
reaching the committee by July 10 
were considered. 

The judges were Myles McGrath, 
Arnold Constable & Co.; George B. 
Rooney, Display Craft; Jack  T. 
Chord, J. C. Penney Co. First prize 
was awarded to C. W. Klemm, Inc. 
of Bloomington, IIll., and second to 
John W. Graham & Co., Spokane, 
Wash. 

The thirteen hardware stores men- 
tioned were: Fifth prize, Emigh- 
Winchell Hardware Co., Sacramento, 
Cal. George F. Hauber. Sixth 
prizes: Nicholas Hardware Co., Oak 
Park, Ill., M. Weaver ; Ogden Hard- 
ware Co., Ashland, Ky., Andrew 
Bond; The Phelps Dodge Mercantile 
Co., Dawson, N. M., Lloyd R. Cady; 
G. E. Waters Hardware Co., Junc- 
tion City, Kan., C. L. Stebbins. 


A very interesting part of this con- 
test is the enthusiasm shown in the 
promotion of playthings by these 
hardware stores. C. L. Stebbins of 
the Waters company writes: “The 
window certainly drew plenty of at- 
tention and also brought the business. 
We find that toy windows are always 
an attraction and we try to put in one 


every six weeks.” It might be added 
that the flowers used in the Waters 
display are natural and were kept 
growing during the time used in the 
window. 

Lloyd R. Cady of the Phelps Dodge 
Company writes: “Last year results 
were so good that we worked even 
harder this year to put Children’s 
Day over big in Dawson, and so far 
results have more than paid us. Our 
toys and dolls are going as fast or 
faster than at Christmas time.”’ This 
store had two windows but unfortu- 
nately the second one did not photo- 
graph well. 

Present prospects are that the Child- 
ren’s Day Promotion will be under- 
taken again next year. Without re- 
porting to the subscribers the enthu- 
siastic reports received by the com- 
mittee this year, an early canvass was 
made of all subscribers to the 1928 
fund. With one exception, all had 
been favorably impressed. The bene- 
fits realized were listed in this way: 

Playthings of all sorts received 
much favorable publicity and the 
united effort had called attention of 
the public to the benefits of toys. 

Merchants were pleased with the 
attention attracted by the displays and 
a greater number of them see the ad- 
vantages of an all year toy depart- 
ment. 

Manufacturers report that May 
shipments were heavier than a year 
ago and June only a very slight per 
cent below. 








————— 
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Above on this page is display by 

Emigh-Winchell Hardware Co., Sac- 

ramento, Cal., awarded a fifth prize. 
George F. Hauber, display man 


Above on page opposite is Phelps 

Dodge Mercantile Co., Dawson, N. M., 

display. Sixth prize. Lloyd R. Cady, 
display man 


Below on page opposite is Ogden 

Hardware Co., Ashland, Ky., display. 

Sixth prize. Andrew Bond, display 
man 


At the right is display for G. E. Wa- 

ters Hardware Co., Junction City, 

Kan. Sixth prize. C. L. Stebbins, 
display man 


Below on this page, Nicholas Hard- 
ware Co., Oak Park, Ill. Sixth prize. 
Mr. Weaver, display man 





Sage. UCN gh Seat pans 
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Three New Lionel Items 


Three items of unusual interest to the 
young owners of toy electric train outfits 
have been placed before the trade by the 





Lionel Corp., 15 East Twenty-sixth Street, 
New York City. 

One of the most important of these 
items in the Lionel line for the holiday 
season of 1928 is the new Lionel Power 





Station, which is 26 inches long, 21% inches 
wide and 18 inches to the top of the stack. 
There is provision in the power house for 
two Lionel transformers. 

The New Lionel Station and Terrace is 
unusually attractive. The station is illu- 
minated inside and outside with electric 
bulbs and several torches lighten up the 





terrace. The station is 3114 inches long, 
18 inches deep and 12 inches high. 

Few modern toys achieve the perfection 
in detail and realistic design which is in- 
corporated into the new Lionel steel 
bridge, says the maker. It was modeled 
after the famous Hell-Gate bridge which 
spans the East River in New York City. 
The bridge is 2834 inches long, 11 inches 
high and 10% inches wide. 





Structo Pumping Fire Engine 


The American Flyer Mfg. Co., 225 South 
Halsted Street, Chicago, IIl., is manufactur- 
ing a new Structo toy in the form of the 


No. 449 Pumping Fire Engine. This is 
constructed of heavy gage steel and brass. 
It has four 18 in. extension ladders which, 








when placed end to end, extend almost 6 ft. 


into the air. There is a heavy, brass bell 
and an electrically welded water tank. This 
has a double action hand pump with screw 
machine parts assuring positive action. A 
43 in. rubber hose is attached to the tank, 
through which water can be pumped. 

This is a sturdily constructed toy and has 
been reinforced in many points. Body and 
wheels are of red, the tank is yellow and the 
ladders blue. The truck measures 21 ins. 
in length, 6 ins. wide, and 8 ins. high. 


Archery Increasing Rapidly 

Archery is rapidly coming to the fore- 
ground as a competitive sport throughout 
the United States. Colleges, high schools 
and associations are forming archery clubs, 
for archery is a very healthy and health- 
ful sport. It requires a pair of strong and 
steady arms, a keen eye and a tempered 
patience. There is just as much thrill in 
hitting the bull’s-eye as there is in knock- 
ing a homer. Are you developing archery 
in your locality and, incidentally, develop- 
ing with archery? 


Arkitoy Play Lumber 





Arkitoy Play Lumber is a recently intro- 
duced wood construction toy manufactured 
by the G. B. Lewis Co., Watertown, Wis. 


By means of a scidntifically calculated 
basic material design, practically unlimited 
possibilities for construction are offered. 
Among the many amusing items that can 





be constructed with Arkitoy Play Lumber 


—— 


are bear cages, steam shovel, furniture, ani- 
mals, trains, etc. It is available :1 four 
popular sizes. 





Play Equipment for Children 


The American National Co., Toledo, 
Ohio, recently placed on the market a line 
of Playard Equipment, consisting of at- 
tractive and colorful sand boxes, slides, 





seesaws, swings, outdoor gyms, tea tables 
and chairs, etc. 

These products will keep the kiddies out 
of the street and are readily suitable to 
display in or outside the retail store. 


A “Pull-Me-Car” Racer 


A new “Pull-Me-Car” item has recently 
been added to the line manufactured by Rew 
Troxell, 915 West 39th Street, Los Angeles, 
Cal. This racing model automobile is some- 








what similar in design to a well known rac- 
ing car. By an ingenious arrangement, a 
noise making apparatus is incorporated in 
the car which gives an imitation of an auto- 
mobile exhaust without a muffler. It is a 
sturdily built toy and comes in three colors, 
trimmed in contrasting shades. 





Photo of Peters Shot String Taken by Capt. Philip Quayle 


Capt. Philip P. Quayle, chief physicist 
of the Peters Cartridge Co., Cincinnati, 
Ohio, recently developed an electric photo- 
graphic apparatus which makes photographs 
with an exposure of the almost inconceiv- 
able interval of one-millionth of a second. 


Quayle developed his apparatus which made 
this photograph. It shows the sound waves 
caused by the explosion, the shot string 
lengthening as it speeds forward and the 
wads falling behind. 

Photographs such as the one reproduced, 














The illustration herewith is an actual 
photograph of a shot string five yards 
from the muzzle of the gun. Such a pho- 
tograph was impossible before, until Capt. 


help to answer the question: What 10r- 
mation does the shoe string take ?—and 
make possible a comparison of shot strings 
produced by various shells. 


——. 
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Gilbert & Bennett Re-elects 
Samuel J. Miller, President 


Samuel J. Miller has been re-elected 
president of the Gilbert & Bennett Mfg. Co., 
Chicago, Ill. Charles J. Miller, David H. 
Miller and Edward S. Jones have been re- 
elected vice-presidents; William H. Hun- 
ter is treasurer and D. Henry Miller, sec- 
retary. 


The Penn Metal Co. Issues 
“A House or A Home” 


“A House or A Home,” is the title of 
an interesting booklet recently issued by 
the Penn Metal Co., Cambridge, Mass. 
This company manufactures Penco Metal 
Lath. The booklet is devoted to the ad- 
vantages of metal lath in preference to 
wood or some other type base. It gives 
complete information for installing metal 
lath, how to sound-proof a building, how 
to stucco and other facts pertinent to the 
product and its uses. 





Edison Lamp Works Holds a 
High Court of Sales 


High court of sales convened at the 
Edison Lamp Works division of the Gen- 
eral Electric Co. at Harrison, N. J., last 
week and held sessions daily from 9 a. m. 
to 5 p. m. to pass judgment on the mer- 
chandising plans for 1929. 

The presiding judge, clad in robe of 
office and sitting behind a bench, was a 
member of the sales department. The 
jury included 120 agent jobbers and dis- 
trict salesmen. The evidence was. pre- 
sented by members of the factory staff, 
including sales and sales promotion repre- 
sentatives and engineers. 

At the conclusion of each presentation 
the jury was given an opportunity to vote. 
“Guilty” meant that the plan presented was 
a good one. Probably no other assembly 
ever voted “guilty” as heartily as did this 
one at times. 

Much attention was given during the 
meeting to plans and methods for assisting 
the retailer in making more sales with less 
demands upon his time and floor space. 
There was no evasion of the question that 
the success of the factory and the jobber 
depends entirely upon the retailer. 

In this connection the “merchandiser,” 
by which is meant the lamp display stand 
made by the company and sold at a nominal 
Price to dealers, came in for much dis- 
cussion. Jobbers asked many questions, 
and these were answered by citing prac- 
tical examples of increased sales where 
the merchandiser is used. The display 
device, it was said, is a development based 
on actual experience and not a theory. 

Instances were reported when the mer- 
chandiser had been substituted for an 11- 
't. counter display and had increased sales. 
Many amazing increases of sales through 
its use and no failures were noted. In 
tact, the sales department does not believe 
that it will ever fail to produce increased 
sales where placed in a proper position 
and kept in order. 

he counter and window displays 
Planned for next year were shown in the 





present stage of development and sugges- 
tions accepted for changes and as to final 
selection of designs. Also a “Six Shooter” 
campaign for fall development was dis- 
cussed. 

It was noted that while lamp sales 
are steadily increasing, the amount of sales 
in money has not increased materially be- 
cause of price reductions. These price 
reductions have been accomplished in fac- 
tory operations of manufacture and sell- 
ing, but distribution costs have not been 
lessened. Work on this problem is under- 
way, and the first steps in reducing the 
routine work of stockkeeping were ex- 
plained, and it is promised that there will 
be further. steps in easing the situation for 
the jobber and the merchant. 


Auto Parts Volume Sets New 
Record, Say Reports 


Having reached _ record-breaking 
heights in March, and continuing vir- 
tually at that level in April and May, 
manufacturers of automobile parts and 
accessories felt only a mild seasonal 
recession in June business, while their 
volume for the first six months of the 
year was the greatest in their history, 
Motor and Accessory Manufacturers’ 
Association reports. 


Herbert Viets Dies—President 
Fuller-Warren Mfg. Co. 


Herbert Viets, president of the Fuller- 
Warren Mfg. Co., of Milwaukee, Wis., 
died very suddenly in his room at the 
Milwaukee Athletic Club on Sunday, July 
29. His death followed a lingering illness. 

Although he had been an invalid for 
almost four years, Mr. Viets was actively 
interested in the management of the com- 
pany until the very last. He had been a 
resident of Milwaukee for more than forty 
years, coming to that city when the Fuller- 
Warren company was organized. 

Mr. Viets, who was 75 years of age at 
the time of his death, is survived by a 
daughter. 


W. A. Ready Elected President 
Ames Shovel & Tool Co. 


W. A. Ready has been made president 
of the Ames Shovel & Tool Co., North 
Easton, Mass., to succeed Alfred’ C. 
Howell. Albert H. Daggett is treasurer 
of the company and L. J. Reay assistant 
treasurer, while N. T. Jacobs is manager 
of sales. 

Mr. Ready is also president of a com- 
pany engaged in the manufacture of radio 
goods, with a plant in Malden, Mass. Mr. 
Daggett heretofore was connected with the 
financing department of Stone & Webster, 
Inc., Boston, while Mr. Reay is from 
Seattle and also was associated with Stone 
& Webster, Inc. Mr. Jacobs is from 
Detroit. 

The Boston offices of the company, for 
years located in the Ames Building, 
Boston, have been moved to North Easton. 
The company plans to start construction 
on new manufacturing units before long. 





“Plymouth Products” Issued by 
Plymouth Cordage Co. 


“Plymouth Products,” the descriptive 
booklet published frequently by the 
Plymouth Cordage Co., North Plymouth, 
Mass., has recently been issued for July 
and August. 

A timely article in this issue tells of 
the cordage which Commander Byrd will 
take to the Antarctic and another article 
tells of the rope and rigging used on 
modern boats. 


Miami Cabinet Catalog No. 7 


The Miami Cabinet Co., Middletown, 
Ohio, recently issued a most interesting 
catalog, known as No. 7, and devoted to 
the bathroom and ironing board cabinets 
of steel, which it manufactures. 

The Miami company has developed a 
selection of indestructible and sanitary 
cabinets that give a pleasing touch to the 
modern bathroom. The ironing board 
cabinets are step savers in many homes. 

In this catalog various styles and fin- 
ishes of bathroom cabinets are described 
and illustrated, as well as recessed mirrors 
and ironing board cabinets. 


Promising Outlook for the Flat 
Glass Business 


While there have been no new out- 
standing developments lately in the 
plate, rough rolled or window glass 
industries, there were, however, indi- 
cations that tend to the conclusion that 
the flat glass market in general is in 
a healthy condition with a rather op- 
timistic outlook for the remainder of 
the year, says the National Glass 
Budget. 

Production of plate glass continues 
practically unchanged. Manufacturers 
report that factory output exceeds or- 
ders to some slight extent. This situa- 
tion, however, does not worry the pro- 
ducers, as it affords the firms a good 
opportunity to round out their stocks 
and get them in shape to take care of 
the fall business which will develop 
within the next 60 days. Jobbers’, dis- 
tributors’ and retailers’ stocks are be- 
low normal in a majority of cases. 

With the building industry holding 
up surprisingly well and the produc- 
tion of automobiles at a high point, the 
various branches of the flat glass in- 
dustry should have a good last half of 
a year. 

Orders for window glass placed with 
manufacturers to date have been in 
greater volume than were really an- 
ticipated. In fact, many of the or- 
ders are accompanied with requests for 
very prompt shipment. As a general 
rule manufacturers have stocks that 
will permit the filling of almost any 
size order on short notice. There has 
not been any change in the capacity 
operating. 
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The Wheeling Corrugating Co. 
Opens Columbus, Ohio, Branch 


The Wheeling Corrugating Co., Wheel- 
ing, W. Va., has opened a branch ware- 
house at Columbus, Ohio. 

H. C. Dickey will be in charge of this 
office. He comes from Buffalo where he 
managed a Wheeling branch for several 
years, 

The new branch office will carry a com- 
plete stock for the Ohio territory includ- 
ing roofings, wire nails, barb wire, metal 
shingles, stovepipe, metal ceiling and house- 
hold products. 





Mrs. Fannie Van Camp Dies 


Mrs. Fannie P. Van Camp, widow of 
Cortland Van Camp, who founded the 
Van Camp Hardware and Iron Co. in 
Indianapolis, Ind., passed away recently at 
her home in that city. Her death was due 
to a sudden heart attack which came with- 
out warning. 

Mrs. Van Camp was the daughter of 
Samuel J. and Patsy Patterson and the 
granddaughter of Isaac Wilson, a first 
settler in Indianapolis. She married Mr. 
Van Camp in 1873. He passed away in 
1923 after an unusually successful busi- 
ness career. 

A daughter and four grandchildren sur- 
vive Mrs. Van Camp. 


R. T. Kent Joins Divine Bros.— 
Will Manage Sales Department 


Robert T. Kent, who for the past year 
and a half has been general manager of 
the Bridgeport Brass Co., Bridgeport, 
Conn., has resigned that position and 
joined Divine Brothers Co., Utica, N. Y., 
as manager of the sales and engineering 
departments. 

Before associating himself with the 
Bridgeport company, Mr. Kent was super- 
intendent of the prison industries in New 
York State. 

Mr. Kent successds Howard E. Board- 
man in Divine Brothers Co. Mr. Board- 
man recently resigned in order to make a 
connection with a New York City firm in 
another line of business. 


Pratt & Lambert Salesmen Hold 
Semi-Annual Meetings 


Prevailing conditions in the United 
States and Canada are favorable to the 
paint and varnish industry in particular 
and to business generally, said A. D. 
Graves, president of Pratt & Lambert, 
Inc., varnish, enamel and lacquer makers, 
Buffalo, N. Y., to the salesmen of the 
western division, assembled for a two-day 
semi-annual session at the Drake Hotel, 
Chicago, July 30-31. 

C. D. Sproule, resident manager of the 
western division, made the address of wel- 
come and J. N. Welter, chairman of the 
board, acted as toastmaster at the dinner 
at the Westmoreland Country Club, on 
Monday evening. A putting contest was 
won by J. G. Schroeder, sales manager, 
western division. Mr. Graves, who is 
chairman of the executive committee of 


the Save the Surface Campaign, stressed 
the fact that the sales record of Pratt & 
Lambert, Inc., for the past six months 
reflected the healthy state of the industry 
as a whole. 

R. W. Lindsay, general sales manager, 
then assumed charge of the meeting, with 
Mr. Graves presiding. Selling points, dis- 
cussion of technical details and demonstra- 
tions, led by W. R. Fuller, technical di- 
rector, largely consumed the remainder of 
the conference. 

Similar sessions were conducted at Buf- 
falo, N. Y., on Aug. 1-3 and New York 
City, Aug. 3-4. Following Wednesday’s 
meeting at Buffalo, the men of the Cen- 
tral, Canadian and Industrial Divisions 
motored to the Cherry Hill Club, Ridge- 
way, Ontario, for dinner preceded by a 
baseball game in which the “Canucks” 
crossed bats with the “P. & L. Yanks.” 
The score was 10-5, in favor of the 
“Yanks.” 

H. S. Prescott, resident manager, in 
New York City, made the address of wel- 
come to the representatives of the eastern 
sales division who met at the Waldorf- 
Astoria Hotel. A dinner Friday night 
marked the close of the first day’s meeting 
there. 

An intensive two-day program was car- 
ried on by the industrial men at the head- 
quarters plant of the company, at Buffalo, 
Aug. 1-2, under the direction of T. E. 
Murphy, manager of industrial sales. 


W. W. Drummy Heads Winches- 
ter-Simmons Co. of Atlanta, Ga. 


W. W. Drummy, who for the past sev- 
eral years has been assistant manager and 
sales manager of the Lee-Kountze Hard- 
ware Co. of Omaha, Neb., has been elected 
to the presidency of The Winchester- 
Simmons Co. of Atlanta, Ga., succeeding 
E. W. Lee. 

Before assuming his new duties with 
this organization, Mr. Drummy made an 
extensive trip through the territory served 
by the Atlanta house in order to familiar- 
ize himself with loc4l conditions. Mr. 
Drummy has many years of hardware ex- 
perience and many friends in the hardware 
trade throughout the United States. 





Jay Hardware Wants Catalogs 


The Jay Hardware Co. is opening a 
retail store at 209 Fairview Avenue, Jer- 
sey City, N. J., on or about Aug. 15. The 
company desires catalogs from manufac- 
turers and jobbers covering general hard- 
ware and housefurnishings. 





W. C. Hardison Now With 
Edwards & Broughton Co. 


W. C. Hardison, formerly divisional 
manager in Philadelphia, Pa., for the Cut- 
lery Division of the Remington Arms Co., 
Inc., New York City, is now sales man- 
ager for Edwards & Broughton Co., book- 
binders, printers and lithographers in 
Raleigh, N. C. This concern is one of the 
largest of its kind in the South and 





specializes in bank supplies. 


———, 








Glasgow Importer to Visit 
New York Seeking Lines 


Daniel McFarlane, director of J. & A. 
McFarlane, Ltd., hardware importer of 
Springbank Street, Glasgow, Scotland, in- 
tends visiting New York City in October. 
He will be pleased to hear of any lines 
likely to suit the British market. Any in- 
formation should be sent now to Mr. Mc- 
Farlane, who will inspect samples during 
his coming stay. 

J. & A. McFarlane, Ltd., have been im- 
porting American hardware for more than 
half a century and hold several important 
exclusive agencies for Great Britain and 
Ireland, selling through jobbers and deal- 
ers. The company is chiefly interested in 
household hardware and labor-saving ap- 
pliances. 


Segal Lock & Hardware Em- 
ployees Hold Annual Dinner 


The Segal Benevolent and Social Club, 
an organization composed of employees of 
the Segal Lock & Hardware Co., 155 
Leonard Street, New York City, held its 
annual summer dinner recently at Felt- 
man’s, Coney Island, N. Y. Most of the 
officers and several of the directors of the 
Segal Lock & Hardware Co. were present. 

Raphael Levy, president of the club, 
presided. Professional entertainment was 
provided and the dinner was voted a most 
enjoyable affair. 


Northwestern Retail Dealers 
Convene in Twin Cities 


Merchants from nine Northwestern 
States will be assembled in Minneapolis 
and St. Paul, Minn., from Aug. 6 to 1], 
attending the fifth semi-annual convention 
of the National Merchants Association, 
held in conjunction with the Twin City 
Market Week. 

Wednesday, Aug. 8, was designated as 
“Hardware and Radio Day.” In the 
morning, E. L. Garden Souris, past presi- 
dent of the North Dakota Retail Hard- 
ware Association, addressed the merchants. 
His topic was “Today’s Retail Hardware 
Problems” and covered many of the points 
recently brought up at the N.R.H.A. 
Congress in Boston. Following the dis- 
cussion there was an open forum discus- 
sion conducted by C. H. Casey, secretary 
of both the Minnesota and South Dakota 
Retail Hardware Associations. 

The afternoon discussions were confined 
to radio and its accessories. Richard 
Brinser, former president of the North- 
west Radio Show Corporation, spoke on 
the topic, “Opportunities for Sales and 
Profits in Radio.” Other addresses were 
made by Paul Brady, S. C. Gale and R. B. 
Cohen, of Minneapolis. ‘ 
A variety of subjects covering topics 0! 
interest to retail dealers of all classes 0! 
merchandise were discussed at the various 
sessions of the convention. John H. De 
Wild, secretary of the National Merchants 
Association, reported that the attendance 
had broken all records. 
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Ira J. Owen Organization 
Formed in Chicago, III. 


Ira J. Owen heads the newly formed 
company of industrial engineers, the Ira 
J. Owen Organization, whose headquarters 
is at 400 First National Bank Building, 
Chicago, Ill. 

Mr. Owen is a graduate of Cornell Uni- 
yersity and a member of the American 
Society of Mechanical Engineers. The 
company will handle management, reor- 
ganizations, investigations, sales and cost 
analysis, plant lay-outs, etc. 





Gates Rubber Co. Increases 
Its Vulco Tire Distribution 


The Pennsylvania Rubber and Supply 
Co., Cleveland, Ohio, recently added 
Youngstown, Springfield and Columbus, 
Ohio and Oil City, Pa., to its list of 
branches distributing the Vulco line of 
tires and tubes, manufactured by the Gates 
Rubber Co. at Denver, Colo. 

The Pennsylvania company was already 
distributing these tires at Cleveland, Cin- 
cinnati and Mansfield, Ohio, and at Erie, 
ra. 

Other jobbers who have recently taken 
on the Vulco line are Reynolds and King, 
Inc., Tacoma, Wash.; Bertram Motor Sup- 
ply Co., Boise, Idaho; Tarbell-Watters Co., 
Springfield, Mass.; Grand Forks Supply 
Co., Grand Forks, N. D., and Forncrook 
Auto Supply; Flint, Mich. 





Great Western Stove Co. Plans 
Erection of New Building 


According to a_ recent announcement, 
work will be started within the next few 
weeks on the construction of a modern 
three-story building at 310 Hennepin Ave- 
nue, Minneapolis, Minn., by the Great 
Western Stove & Repair Co., of that city. 

This move marks the largest expansion 
of the company in the 35 years of its ex- 
istence. The new structure will cost ap- 
proximately $60,000 and will replace a 
bufding destroyed by fire in 1927. The 
entire building will be occupied by the 
company and will have a cut stone front 
with a large display room on the first 
floor. 





P. Goldsmith Sons Co. Plans 
to Enlarge Cincinnati Plant 


The P. Goldsmith Sons Co., manufac- 
turer of athletic goods in Cincinnati, Ohio, 
will build an addition to its plant at an 
estimated cost of approximately $150,000. 

When the new structure opens, the com- 
pany will close two other plants in Cin- 
cinnati and consolidate all of its activities 
in the one enlarged plant. 





Edward G. Shine Passes On 


Edward G. Shine, manager of the price 
and production department of The Lock- 
wood Mfg. Co., South Norwalk, Conn., 
died suddenly at his home in Rowayton, 
Conn., on Monday, July 30. 

Mr. Shine began his association with 
the Lockwood organization 19 years ago, 
having previously served the Yale & Towne 


Mfg. Co., Stamford, Conn., in similar 
work for more than 10 years. 

He had a very extensive knowledge of 
builders’ hardware, due to his liking for 
the business and his long experience in the 
industry. He was a quiet, unassuming 
man, who was respected by his friends 
and business associates. 

Mr. Shine was an active member of the 
Masonic fraternity, the Odd Fellows, and 
the Woodmen of America. He was active 
in community work in Rowayton. 





William Burke Passes Away 


William Burke, a pioneer among the 
manufacturers of golf clubs in this coun- 
try, and well known through his product 
in other countries, died in Zanesville, 
Ohio, on July 29. 

Mr. Burke founded the Burke Golf Co. 
at Newark, Ohio, in 1910. He later 
severed his connection with this company 
and organized the William Burke Co., Inc., 
at Central City and still later took his 
business to Zanesville. He was 74 years 
of age. 





The Silex Co. Now Located at 
1 Laurel St., Hartford, Conn. 


The Silex Co., manufacturer of the 
Silex drip coffee maker, is now located in 
its new factory at 1 Laurel Street, Hart- 
ford, Conn., having moved recently from 
Malden, Mass. 

The Silex Co. was reorganized last April 
and is now operating under new manage- 
ment. The increased demand for the com- 
pany’s products made necessary a larger 
factory, providing better facilities and ser- 
vice to the trade. 





Harry L. Doten & Sons Celebrate 
50th Anniversary of Founding 


Harry L. Doten & Sons, Cross and 
North Streets, Boston, Mass., recently 
celebrated its 50th year in business. Mr. 
Doten entered the steel business at the age 
of 15, in the employ of Fitz-Dana Co., 
which went out of business several years 
ago. Seven years later he went to work 
for William Austin, and later the firm 
became Austin & Doten. A few years ago 
Mr. Austin died. In a _ reorganization, 
which came later, the firm became Harry 
L. Doten & Sons. William Austin, Jr., 
entered a partnership under the name of 
Austin & Hastings at the same time. 

Associated with him in business are Mr. 
Doten’s sons, Chauncy B. and Nathaniel 
M. Doten. Mr. Doten is a member of the 
New England Iron and Hardware Asso- 
ciation. 





A. Librett Desires Catalogs 


A. Librett, 54 North Avenue, New Ro- 
chelle, N. Y., desires catalogs on house- 
furnishings, electrical supplies, mill sup- 
plies, builders’ hardware, general hard- 
ware and allied merchandise. 

Mr. Librett recently completed the new 
building which he occupies and has in- 
stalled new fixtures of the most modern 
design. It is an attractive store and has 
an area of 15,000 sq. ft. 





Cleveland Association Outing 
Attended by More Than 400 


The Cleveland Retail Hardware Associ- 
ation held its annual outing at the Regnatz 
Garden in the suburb of Lakewood on 
Wednesday, July 25. This annual fun fest 
has always proved so enjoyable that there 
has been no trouble in securing a large at- 
tendance. All hardware men in and around 
Cleveland go to the outing if it is at all 
possible. 

This year’s picnic was up to its usual 
high standard from the standpoint of en- 
tertainment and the attendance, more than 
400, probably set a new record. In addi- 
tion to the retailers and their families, the 
jobbers were well represented. There was 
also a good turnout of manufacturers’ 
representatives. 

There were many interesting stunts and 
athletic contests as well as a ball game 
played between the retailers and the job- 
bers. More than 50 prizes had been do- 
nated and were awarded to the successful 
contestants. 

In the evening everybody sat down to an 
excellent dinner. Speechmaking was 
barred but many enjoyable forms of en- 
tertainment were provided for the guests. 
The outing was under the direction of Carl 
Friehauf, August Rehburg, L. D. Pfleger 
and E. F. Saeltzer. 





Niagara Metal Stamping Corp. 
Issues Radio Aerial Handbook 


The Niagara Metal Stamping Corpora- 
tion, manufacturer of Premax products in 
Niagara Falls, N. Y., has recently pub- 
lished a service handbook entitled, “Prac- 
tical Suggestions for the Erection of 
Radio Aerials.” 

It illustrates as well as describes many 
different ways in which Premax collapsi- 
ble steel aerial masts can be erected, in 
order to secure the best results. 

The handbook is of a convenient pocket 
size and contains 16 pages. The ideas for 
aerial erection, while novel and unique, 
are practical as they have been prepared 
with the asSistance of experienced radio 
engineers. 


John O. Barrett Dies—Was 
Veteran Joliet, Hl., Dealer 


John O. Barrett, chairman of the board 
of the Barrett Hardware Co., wholesale 
and retail hardware house in Joliet, IIl., 
passed away on July 18, in his 77th year. 
His death was caused by a heart attack 





| which came without warning. 


Mr. Barrett was born in Joliet in 1851, 


| and at the age of 16 entered his fathers’ 





hardware business. In 1872 the firm name 
became W. F. Barrett & Son. Mr. Bar- 
rett, Sr., passed away in 1879 and J. O. 
Barrett assumed control of the business. 

The Barrett Hardware Co. enjoyed a 
steady growth in the succeeding years and 
in 1927 Mr. Barrett retired as president 
and assumed the office of chairman of the 
board. His nephew, W. Franklin Barrett, 
succeeded him to the presidency. 

Mr. Barrett is survived by his widow, 
a stepson, a brother and a sister. 
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Western Markets Continue More Ac- 


tive Than Kastern—Crop Outlooks 
Good—Trade Expects Active Fall 


NEW YorRK, Aug. 8.—Western wholesale hardware markets con- 


tinue to show greater activity than the eastern markets. 


Starting 


west from Pittsburgh reports begin to look more encouraging. 
Throughout the Middle West crop outlooks are unusually satisfactory 


and employment conditions seem 


improved. Building predictions 


set up new records in many parts of the country. Considering all 
of these basic factors the wholesale hardware men of this country 
are justified in expectig a very active and satisfactory business for 


the remainder of the year. 


There are practically no important price changes being made at 
the present time, nor are there rumors heard concerning any drastic 


changes in important lines. 
parts of the country. 


Collections average a little better in all 





Last Week’s Price Average Was | 


99.9 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Univer- 


sity announced July 29 that the previ- | 


ous week’s wholesale commodity prices, | 
based on Dun’s quotations, averaged | 
99.9 per cent. The purchasing power | 
of the dollar was 100.1c. on a 1926 | 
basis of 100c. 

Crump’s index for the week on the | 
revised 1926 level was 93.8. | 

The Italian index on the revised 1926 
level for the week ended July 21 was | 
74.4. The June averay:. was 75.4. 





Building Industry Has Established | 
New Series of High Records 


The construction industry, which has 
so often confounded the business 
prophets, has established a new series 
of high records in the last half year, 
notwithstanding repeated assertions to 
the effect that activity was about to 
decline, and even that it was actually 
on the down grade. Building and engi- 
neering contracts awarded in 37 States 
east of the Rocky Mountains, repre- 
senting about nine-tenths of the total 
for the entire country, as reported by 
the F. W. Dodge Corporation, had an 
aggregate value in the first half of 
1928 of $3,444,867,500, which is 8 per 
cent above the previous record estab- 
lished in the first six months of last 
year. The total for May was the 


largest ever recorded in a single month, 
amounting to $668,097,200, and the 





June figure of $650,466,200 was the 
second largest, surpassing the aggre- 
gate value of contracts awarded in 
June, 1927, by about 3 per cent. 

In a comparison of the floor-space 
area, the level of activity attained this 
year is even more striking. Contracts 
awarded in the past six months repre- 
sented a total area of 504,552,300 
square feet, which is 17 per cent above 
the figure a year ago. 





| Summer Business Activity Good 


Says Recent Bank Survey 


With allowance made for the season, 
activity during the summer seems like- 
ly to be maintained on a very good 
level. The steel industry has com- 
pleted a half year of record output and 
is still having a well sustained and di- 
versified volume of demand. The in- 
dustry does not now see in prospect 
such a decline of production as the sec- 
ond half of last year brought, though 
prices show some signs of weakness, 
says the National Bank of Commerce, 
New York. Many important steel- 
using lines are experiencing excellent 
business—agricultural implement mak- 
ers are working at above rated ca- 
pacity; no marked summer lull has 
developed in the automotive industry; 
structural steel purchases are in large 
volume, and the demand for tin plate 
is very good. Important as these facts 
are to steel itself, they are equally 
significant of conditions through wide- 
ly differentiated lines of enterprise. 











Bank Debits Show Decline 1346 
Per Cent in Week 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended July 25, aggregated $13,172,000,- 
000, or 13.6 per cent, below the total of 
$15,249,000,000, reported for the pre- 
ceding week, and 7.3 per cent above the 
total for the week ended July 27, 1927. 

Aggregate debits for 141 centers for 
which figures have been published 
weekly since January, 1919, amounted 
to $12,406,986,000, as compared with 
$14,377,672,000 for the preceding week 
and $11,560,764,000 for the week ended 
July 27, 1927. 





New Price Lists Are Issued on 
Sheet and Ribbon Zinc 


Matthiessen & Helgeler Zinc Co., La 
Salle, Ill., has issued a new price list 
on M. & H. sheet zinc and on M. & H. 
ribbon zinc. New price lists are No. 
31 and 13 respectively and became ef- 
fective July 30, 1928. 


Commercial Failures Reported 
Show Very Sharp Decline 


A decided betterment in the insol- 
vency record is shown last week, with 
a total of 356 failures in the United 
States. This is 70 less than last week’s 
total, and is 80 below the 436 defaults 
reported to R. G. Dun & Co. a year ago. 
All geographical sections show fewer 
failures last week than the previous 
week, and the East alone discloses an 
increase over the number a year ago. 
Comparing further with the returns 
for that period, especially large reduc- 
tions are shown by the South and the 
West. 

The number of defaults in Canada 
declined to 20 last week from 41 the 
previous week, and the present number 
is 13 below the 33 insolvencies reported 
to R. G. Dun & Co. a year ago. 

Bradstreet’s reports 351 failures for 
the week in the United States, as com- 
pared with 372 for the previous week, 
and 372, 422, 325 and 403 for the cor- 
responding weeks 1927 to 1924. The 
New England States had 46. Middle 
Atlantic 106. Western 65, Northwest- 
ern 26, Southern 54 and Far Western 
54. Canada had 27 defaults for the 
week, against 26 in the preceding 
week. In the United States about 73.5 
per cent of the concerns failing had 
$5,000 capital or less, and 20.5 per cent 
had from $5,000 to $20,000 capital. 
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Missouri River Hardware Jobbers Predict 
Very Active Market Remainder of Year 


(Kensas City Office of HARDWARE AGE) | 


KANSAS City, Aug. 7.—Substantial benefits are beginning to reg- | 
ister in the hardware trade as a direct result of the bountiful wheat | 


harvest. 


for the year over 1927. There is 


Farm hardware is in increased demand. Jobbers up and 
down the Missouri River now believe that the last half of 1928 will 
offset the volume loss of the first half and show a material advance 


a steady flow of merchandise go- 


ing out into the rural territories with a tendency to become stronger. 


Money from the new wheat crop is getting into circulation rapid- 
ly, although many wheat growers are in a position to hold their 
grain for a better market. Grain bins have been sold in good volume 
It is an indication that the farmer is in far better 


for this purpose. 
condition than he has been in any 


fell out of prices for farm products. 
The financial tone of the whole Southwest is stronger than it has 
Only a normal load of debt remains to be 


been for eight years. 
liquidated, and the farmer shows 


vide for future income and operations. 


year since 1920 when the bottom 





himself to be in a mood to pro- 
His purchases of farm 


equipment, especially tractors, during the last two years, have put 


much new life into the market for 


such “super-hardware.” 


General business and banking reflect the improved condition in 


agriculture. Combined yields of 
barley and potatoes in the Tenth 


ported at 569,333,000 bushels, an increase of 26.1 per cent over 1927 
when these five crops produced 451,463,000 bushels. 


winter and spring wheat, oats, 
Federal Reserve District are re- 





The all-wheat yield for the district | 
shows an increase of 28.9 per cent over | 
1927, or a total of 322,386,000 bushels, 
as compared with 249,167,000 bushels 
last year. More than half the whole 
winter wheat crop of the United States 
has been produced this year in the 
Tenth district. The winter wheat crop 
in this region for 1928, already har- 
vested, is now estimated at 307,880,000 
bushels, or 56.6 per cent of the total 
wheat crop for the whole country. Thus 
it is to be seen that the mid-West and 
Southwest are getting the lion’s share 
of the current agricultural prosperity. 





Retail conditions are satisfactory. 
The improved condition of the farmer, 
however, has not stimulated many deal- 
ers to speculate on the future. In the 
face of such improvement, their con- 
Servatism, on the whole, is marked. 
Future commitments are not running 
into large volume. Even stoves, which 
used to be ordered a dozen or so at a 
time for future shipment, are not con- 
spicuous among current orders. There 
1S a distinct tendency in some retail 
quarters to resist the salesman who 
urges buying in quantity for the future. 
Even though farm conditions are great- 
ly improved, the average retail mer- 
chant is buying little beyond what he 
regards as his requirements. 

Aluminum and enameled ware is 
moving from the jobbing centers in 
800d volume. Despite the tendency 
among many to depend upon canned 





800ds bought at the grocery store, 


housewives in every direction evidently | 
are preparing to can plenty of fruits 
and vegetables. Preserving utensils are 
among the livest items in the current 
hardware demand. The better grades | 
of aluminum are especially active. 

Steel sheets are beginning to move | 
and bale ties continue to go out in at- | 
tractive volume, although the move- | 
ment in this respect is perhaps no| 
greater than it was this time last year. | 
Collections are healthy. There is a are 


tinct feeling in the wholesale hardware 
field that better conditions are in store 
for the trade and that buyers will soon | 
be responding to normal mercantile a 
forts. 

ALCOHOL.—Most of the future busi- 
ness in this line has been covered. Re- 
cent price advance still holds; tendency 
uppish, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B MISSOURI RIVER 





CROSSINGS: 

Denatured alcohol, 188 proof, for- | 
mula 5, in 55-gal. drums, $.061 per | 
gal.; in lots of 5 to 9 drums, $0.59 per | 


‘: 10 to 19 drums, $0.57 per gal.; 
in lots of 20 or more drums, $0.56 per 
gal.; $6 charge for drums, subject to | 
credit on return. 

ALL-STEEL HOSE REEL.—Fair de- | 

mand continues with the rising temper- | 

ature. No price changes. | 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Donley all-steel, No. 2, $1.70 each. 
AXES.—Few orders coming in. Prices 
remain unchanged. 

JOBBERS’ QUOTATIONS TO RE- 





TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First quality, single-bitted, unhan- 
dled axes, 3 to 4 Ib., $14.50 base; han- 
dled, $18.75 to $20.50, base. 

BALE TIES.—Shipments are moving 
out rapidly under strong competition. 
No new prices. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 
Fourteen gage, 8% ft., $1.39; 9 ft., 
$1.46; 15 gage, 7% ft., $1.08; 8 ft., 


$1.19; 8% ft., $1.21; 9 ft., $1.28; 9% 
ft., $1.34; 15% gage, 8 ft., $1; 81% ft., 
$1.06; 9 ft., $1.12; 16 gage, 7% ft., 
$0.88; 8 ft., $0.92; 8% ft., $0.97. 


BUILDERS’ HARDWARE.—Residen- 
tial building activities slack along the 
Missouri River, although permits in 
Colorado and Oklahoma cities show im- 
pressive totals. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x steel butts, 
old copper and dull-brass finish, $19.25 
a hundred pair; 3% x 3%, $20 a hun- 
dred pair; 4 x 4, $27 a hundred pair; 
heavy steel vevel inside sets, case 
lots, $6 per doz.; steel bit-keyed, front 
door sets, $18 per doz. sets; wrought 
bronze metal, $2.25 per set; cylinder 
front door sets, wrought bronze metal, 
$6.50 per set. 

CARRIAGE AND MACHINE BOLTS. 
—Volume only fair. No price changes. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage rolled thread, 50-10- 
10-5 off list; small carriage cut thread, 

i cut 


2% 


50-10-5 off list; large carriage 
thread, 50-10-5 off list; small machine 
rolled thread, 50-10-10-5 off list; small 
machine cut, 50-10-5 off. From list 
as of April 1, 1927 
CHAIN.—Movement is slow. Prices 


continue unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Proof coil chain, % in., $8.50 per 
ewt.; No. 2-0 Tenso, 250 ft., reel lots, 
$6 per reel. 

COPPER RIVETS AND BURRS.— 
Some demand persists, although the 
bulk of the seasonal business is over. 
No new prices out. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MPSSOURI RIVER 
CROSSINGS: 

40-10 per cent off list 

EAVES TROUGH AND CONDUCTOR 
PIPE.—Little business has yet devel- 
oped. No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

28 gage, 5 in. lap joint eaves trough 
$5 per 100 ft.; 28 gage, 3 in. conductor 
pipe, $5.40 per 100 ft. 


| FIELD FENCING.—Hot weather and 
| harvest together have slowed down or- 


ders. Prices rather competitive. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 
$22.50 for 26-in. fence 
9 top and bottom, 11 
and 12 stay wire. 
FILES.—Normal flow of light business 
continues. Prices continue without 


change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


to $28.50 for 
intermediate 
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Nicholson, 50 per cent off list: job- 
— brands in full packages, 60-5 off 
ist. 

GALVANIZED WARE.—Strong de- 
mand has set in for preserving utensils. 
Demand exceeds normal. Prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Galvanized tubs, standard No. 0, 
$5.17 per doz.; No. 1, $6.44 per doz.; 
No. 2, $7.22 per doz.; No. 3, $8.46 per 
doz.; common galvanized pails, 8 qt., 
$2.08 per doz.; 10 qt., $2.24 per doz. 

GARDEN HOSE.—Although grass is 
heavy and moisture plentiful, the call 
for garden hose is rather insistent. No 
new prices out. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

$7.50 to $10.50 per 100 ft. 

GRAIN SCOOPS.—Movement continues 
lively, even though the small-grain har- 
vest is nearly over. Not much volume 
in futures had been ordered. Prices 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Light weight, full polished, split-D 


handle, No. 6, $12 per doz.; No, 8, $13; 
No. 10, $14; No. 12, $15; No. 14, $16. 
HAMMERS.— Movement very light, 


with little sign of improvement before 
fall. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First grade, 711% nail hammers. 
$12 per doz.; jobbers’ brands, $10.80 
to $11.40; competitive forged nail 
hammers, $6.50 to $8 per doz.; cast 
steel hammers, $3.60 per doz. 

HARNESS.—Volume has dwindled in 
conformity with the season. Prices re- 
main stiff. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Regular No. 1 quality, 1% in. traces, 
$70 per set; No. 2 quality, 1% in. 
traces, $58 per set; No. 3 quality, 
$53 per set. 

HARNESS HARDWARE.—Demand is 
off, with no indication of revival until 
cooler weather. Prices unchanged. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


1 in. japanned buckles, $2.40 per 
gross; No. 200 XC snaps, 1 in., $6.55 
per gross; roller snaps, No. 85, $2.65 


to $3 per doz.; No. 47% XC bits, $1.50 


per doz. 
HORSE COLLARS.—Movement slow- 
ing down as weather becomes better. 
No new price announcements. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Full grain collar-leather collars, 
average 16% in. draft, $55 per doz. 


MILD STEEL BARS.—Just.a fair vol- 
ume is moving into the territory. No 
price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, $3.56 
per cwt. base; structural sizes and 
shapes, $3.66 per cwt.; mild _ steel 
bands, 3/16 and Tighter, $4. 21 per cwt.; 
steel hoops, $4.66 per cwt.; reinforc- 
ing bars, $3.40 per cwt.; cold rolled 
round shafting, .$4.16 per cwt.; cold 
rolled square bars, $4.66 per cwt. 


NAILS.—Movement is brisk and prom- 
ises to continue. No new prices = 


JOBBERS’ QUOTATIONS TO R 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.40 per keg, 
base (see now extras). 








OILS.—Fair volume of business con- 
tinues; prices unsteady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in bbl. lots, $0.86 
per gal.; boiled linseed oil in bbl. 
lots, $0.89 per gal.; raw linseed oil in 
half-bbl. lots, $0.91 per gal.; turpen- 
tine in bbl. lots, $0.71 per gal.; tur- 
pentine in half-bbl. lots, $0.76 per 
gal. 

POULTRY NETTING.—Orders are be- 
coming lighter; prices unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 
50-10-5 per cent. 


ROPE.—Moderate volume is_ being 
booked. Some demand is registering 
for cheaper grades on account of pen- 
itentiary competition. Prices fairly 
firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Highest quality Manila rope, stand- 
ard brands, 24c. per lb., base; No. 2 
Manila, standard brands, 20%c. per 
pound; No. 2 sisal rope, highest qual- 
ity, standard brands, 19c. per lb.; No. 

2 sisal rope, standard brands, l4c. to 
16%c. per lb 


SCREWS.—Movement is_ seasonally 
slow and prices continue without 
change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS 

Flat head ‘bright screws, 50-20 per 
cent off list; round head blued screws, 
45-15 per cent off list; flat head brass 
screws, 45-15 per cent off list; round 
a brass screws, 40-15 per cent off 
list. 


SMOOTH WIRE.—Volume is sagging, 
though prices tend toward firmness. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

No. 9, hard, $3.25 per cwt.; 
$3.40 per cwt. 


SOLE LEATHER.—Movement light. 
Prices continue very stiff, with no sign 
of reduction. 


JOBBERS’ QUOTATIONS TOC RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

No. 1 sole leather, strips, 98c. 
No. 2, 80c. 


STEEL SHEETS.—Good orders are 
now being booked and volume tends to 
swell. Former prices hold. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O. B. MISSOURI RIVER 
CROSSINGS 


annealed. 


; light, 


28 gage galvanised flat, $5.50 per 
cwt.; 28 gage black flat, $4.75 per 
ewt.; corrugated iron, 28 gage gal- 


vanized, $4.60 per square; 26 gage gal- 
vanized corrugated, $5.10 per square; 
28 gage painted corrugated, $3.40 per 
square. 


STORAGE BATTERIES.—Hot weather 
reduces demand to the minimum. Prices 
remain unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy, 

standard terminal, $9.10 each; 6 volt, 
13 plate, $10.75 each; 12 volt, 7 plate, 
$12.85; 6 volt, 11 plate, thin, standard 
terminal, $7.35; 6 volt, 13 plate, thin, 
for Ford and Chevrolet, $8.05. 


SWEAT PADS.—tTrade is slackening 
on this item, formerly so brisk. No 
price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


$4.25 per doz.; 20 in. base. 


19280 




















TIRES.—Demand is keen and swings 
toward the better grades. Prices some. 
what unsteady. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, automobile, covered by 
standard warranty, 30 x 3% ove rsize, 
heavy duty cord, s.s., cl., $7.25; 


12.10; 
5; 33 x 4%, $16.60; 33 x 
Balloon, 29 x 4.40, remules, 
$8; 30 x 4.50, ; 30 x 5.25, $12 
31 x 5.25, $12.90; "31 x 6.00, $17.10: 
33 x 6.00, 


32 x 6, 
$46,60; 34 x 7, 8, 12 ply, 
$91.60. (All foregoing prices subject 
to 5 per cent trade discount.) 

Qual- 


TUBES.—Volume is attractive. 
ity in demand. Prices none too Tt 


JOBBERS’ QUOTATIONS TO R 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3%, heavy 
tan, $15.60 per doz.; 31 x 4, tan, $12 
per half doz.; 33 x 4, tan, $13.20 per 
half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 
doz.; Balloon, 29 x 4.40, heavy duty, 
$18.60 per doz.; 30 x 5.25, $12.90 per 
half doz.; 31 x 6.00, $14.70 per half 
doz.; 33 x 6.00, $16.50 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. each. 


WIRE CLOTH.—A fair movement con- 
tinues, with no feature of the market 
out of normal. Prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Black, 12 mesh, $1.85 per 100 sq. 
ft.3 galvanized, 12 mesh, $2.05 per 100 
sq. ft.; galvanized, 14 mesh, $2.45 per 
100 sq. ft.; galvanized, 16 mesh, $2.80 
per 100 sq. ft. 


duty, 


Buck’s In-a-Drawer Broiler 


The Buck’s Stove & Range Co., St. 
Louis, Mo., is manufacturing Buck’s In- 
A-Drawer Broiler in many models and 
sizes, all incorporating the handy broiler 
in the drawer-like compartment. The 
ranges in this line have colored handles 
and gas cocks. 

All the ranges have porcelain enamel} 











finishes in bright, attractive colors. The 
In-A-Drawer broiler feature has been de- 
signed to lessen labor, save time and safe- 
guard the user from the danger of burn- 
ing hands. At a touch the compartment 
slides out, full length from the range. 

A timing apparatus has been installed om 
the ranges which will keep the tempera 
ture as desired. 
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N. Y. Business Averages Fairly Good— 
No Price Changes—Collections Better 


(New York Office of HARDWARE AGE) 


New York, Aug. 7.—Business has been fairly good in this terri- 
tory. The warmer days bring activity for fans, beverage equip- 


ment, ice cream freezers, etc. 


Early interest in preserving equip- 


ment, fruit presses and such merchandise has been very satisfac- 

tory. Comparing current business with the same period of 1927 

finds this year as good or a little better with most local jobbers. 
There are practically no important price changes being made or 


expected this month. Collections average a little better. 


Interest 


for future shipments on fall merchandise is somewhat less than 
normal, due perhaps to the lateness of the spring and summer sea- 


sons. 
interest in fall goods. 


It is possible that the latter part of August will see added 





BOLTS AND NUTS.— Demand is 
moderate at firm prices. Local stocks 
are ample. 
JOBBERS'’ OTA OuS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts, 55 off fist Cast 
bolts, 60 per cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
50 per cent off list; 1% to 1%, 30 off 


list. 
Coach screws, 55 off list. Cast 
Step bolts, 


bolts, 60 per cent off list. 

50 per cent off list. 
BUTTS.—Demand is somewhat im- 
proved. Prices are the same and stocks 
have been satisfactory. Jobbers quote 
on steel butts, 3% by 3%, 18% cents 
per pair for case lots and for less than 
case lots, 19 cents per pair. 


CLOTHES DRYERS. — Very active. 
Jobbers are enthusiastic about this line. 
Prices are not expected to change. 
Stocks appear adequate. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Outdoors clothes dryers, $10.00 each. 

Second grade, $7.25 each. Prices 
are net. 

FRUIT PRESSES.—Very seasonal and 
should be more active. Jobbers expect 
an active demand this month. Prices 
are not expected to change. Stocks 
have been adequate. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

PR gy presses, — oe a tub, No 

$6.00; No. 21, No. 22, $8.50; 
No, 2214, $16.50; No 23, $13. 50, and 
No. 24, $18.00. Prices are each. 

Ratchet type fruit presses, No. 5A, 
a: No. 5, $13.50; No. 3A, $18. al 
No. $24.00; No. 2B, $27.75, and No 
2A, $33 15. Prices are each. 

Juicy fruit presses for home use. 3 
qt., $3.60; 6 qt., $4.50; 12 qt., $6.20. 
Prices are each. 

Fruit crushers, No, 14, plain type, 
$5.25; No. 11, wheel crusher, $7.13; 

8, wheel crusher, $9.00; No. 30, Hey 
Plain crusher, $6.25; ‘No. 20, galv. 
crusher, $10.00, and No. 25, wheel 
fruit crusher, $11.25. Prices are each. 


FANS, ELECTRIC.—Continue very 
active. Each warm day gives a spurt 
to the reorder trade, according to local 
jobbers who have only fair stocks on 
hand. Prices are not expected to change 
and have been firm during the season. 


JOBBERS’ QUOTATIONS ae RE- 
TAILERS, F.0.B. NEW YORK 





Electric fans, 8 inch size, non-os- 
cillating, A.C., $5.60 to $6.00; same 
universal, $5.60; same, 10 inch size, 
for A.C., $8.00 to $8.60. 

Oscillating fans, 10 inch size, A.C., 
$12.40; for universal, yw: 40; ee 
ing fans, 12 inch 
$24.00; same, 16 inch, 408. 00. 
are each for 1 to 9 fans. 

Competitive grade electric fans, 8 
inch, $3.15 each; lots of 10 in a case, 
$3.00 each; same, 9 inch, $3.85 each, 
and in lots of six to a case, $3.67 
each; same, 10 inch, $4.90 each, and 
in lots of six to a case, $4.67 each. 
These are all non-oscillating fans. 
Same grade, 10 inch oscillating, $7.00 
each, and in lots of six to a case, 
$6.67 each. 


LINSEED OIL.—Slight advance noted 
on card prices issued July 31. These 
are as follows: Linseed oil, one to four 
barrels, 10.7c. per lb., an advance 
of 0.1c. per lb. over previous prices 
of July 25. Calcutta linseed oil con- 
tinues at 15.9c. per lb. Boiled oil is 
4/10c. extra per lb., double boiled oil 
is 5/10c. extra per lb. and oil in half 
barrel lots is 7/10c. per lb. additional. 


NAILS.—Current business is fairly 
good, with prices the same. Stocks are 
satisfactory in most cases. Buyers con- 
tinue to predict an advance of 10c. 
per keg on or about Oct. 1, but for the 
present we are unable to obtain an offi- 
cial confirmation or denial. 


PRESERVING EQUIPMENT.— Very 
seasonable. Early interest has been 
good. Trade expects a heavy August 
volume. Prices are not likely to change. 
Local stocks are in good condition. 


JOBBERS’ QUOTATIONS ho RE. 
TAILERS, F.0O.B. NEW YOR 

Preserving equipment, Voamper = 
100, $8.34 per doz.; Capper No. 100S 
$9. 17 per doz.; Capper No. 1015S, $10 
per doz.; Capper No. 200, $0. 80 per 
doz.; Capper No. 222, $16 per doz.; 
strainer set, No. 300, $10 per doz.; 
strainer stand, No. 301, $4 per doz.; 
strainer bag, No. 302, $2 per doz. ; 
filter bag,-No. 303, $4 per doz.; filter 
bag, No. 304, $4.80 per doz.; filter bag, 
No. 305, $6 per doz.; syphon filter, 
No. 400, $8 per doz.; filter disc, No. 
401, $1.20 per doz.; hose guide, No. 
402, $0.60 per doz. 


ROLLER SKATES.—Demand is fair, 
with prices the same. Stocks are 
ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Dic. 
Prices 


| 
| 





Roller skates, extension, web heel 
and toe straps, plain steel rolls, 72c. 
per pair; same with toe clamps and 
web heel, 78c. per pair; same for 
boys, with self-contained ball bear- 
ing wheels, $1.42 per pair; for girls, 
$1.62 per pair. 

Roller skates accessories: Keys, 
24%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100; adjustment binding bolt 
nut, 65c. per 100, and toe clamps, 12c. 
per pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained ball bear- 
ings, $1.45 per pair. 


SASH CORD.—Prices are very steady. 
Further advances have been rumored 
but not confirmed. Demand is fairly 
good. Local wholesale stocks appear 
satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Sash cord, Samson spot No. 8, 67c.; 
Aetna No. &, 30%c.; and Phoenix No. 
8, 41e. 

No. 7 is le. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—No further talk is heard 
about the rumored advance of Aug. 1, 
and no changes in prices have been an- 
nounced. Stocks are in good condition. 
Demand is normal. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Wood screws, flat head, bright iron; 
50-10-10; round head, blue, 45-10-10; 
round head, iron, nickel plated, 27%- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 

Machine screws, flat and round 
head, brass and iron, 70 per cent 
off list. 


SCREENS. — Stocks reported badly 
broken up. Demand is good among re- 
tailers. Jobbers receiving some fill-in 
business. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Window screens, Diamond E, all 
metal frame, with Opal galvanized 
wire cloth, No. 14 mesh, No. 1, = 
No, 2, $10; No. 3, $12; No. 4, $14; No 
5, $12; No. 6, $14; No. (P $16. 
Diamond E with Liberty golden 
bronze wire cloth, No. 16 mesh, No. 
11, $12; No. 12, $14; No. 13, $16: No. 
1. 18; No. 15, $16; No. 16, $18; No. 
Diamond E prices are net per doz. 
Liberty Brand, all metal screens, 
galvanized wire ‘cloth, No. 14 mesh, 
No. 21, $6.80; No. 23, $9.20: No. 
$10; No. 26, $10.80; No. 27, $12. 
Liberty Brand with bronze 
cloth, No. 16 mesh, No. 31, $10; No. 
33, $12.80; No. 34, $14; No. 36, $14.80; 
No. 37, $16. 
Liberty Brand screens are net per 
Oz 


SPARKLET SYPHONS. — Warmer 
weather helps the sale of this class of 
equipment. Prices are the same. Stocks 
are ample. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 each; 
in lots of six or more, $4 each. Spark- 
ers, 9 7/12c. each, packed in cartons 
of one doz. Sparklet syrups, 50c. per 
pt. bottle. 

Extra parts, pin washers, 15c. each; 
piercing pins, 15c. each; tubes and 
washers, 50c. each; tube washers, 
15c. each; head, complete, $2 each, 
and Sparker holders, 50c. each. 


24) 
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Business Is Normal in Pittsburgh 
—Retailers More Active Than Jobbers 


(Pittsburgh Office of HARDWARE AGE) 


PITTSBURGH, Aug. 7.—Hardware business in this area is of about 
the usual volume and characteristics of this time of the year. Re- 
tailers appear to be faring somewhat better than the jobbers. 
Prices for next year on garden hose have been announced by some 
makers and very little change from present quotations is noted. 
Makers of medium grade lawn mowers are out with 1929 prices, 
showing reductions of from 25c. to 40c. each. The two leading 
makes of horseshoe calks have been lowered in price. Turpentine 
and linseed oil are slightly lower. 

The possibility looms of higher prices for hardware manufac- 
tured from sheets and cold-rolled strip steel. The American Rolling 
Mill Co. has announced that effective from Oct. 1, next, the cash 
discounts will be reduced from 2 per cent to 14 per cent, and the 
probability is that all other producers of these lines will take a like 
stand. It has been figured out that in allowing 2 per cent for cash 
in 10 days, the steel makers have been making an annual allowance 
for early payments of 36 per cent, and while the need of capital on 
the part of manufacturers in the early days as wll as a generally 
tighter money situation may have then warranted a liberal cash dis- 
count, the occasion for one ceased with the establishment of the 
Federal Reserve System and lack of a pinch in the supply of money 
or credit since. All other steel products with the exception of tin 
plate, wire products and tubular goods now are on a cash discount 
of 14 per cent. Tin plate will be placed on a basis of 14 per cent 
cash discount with the expiration of existing contracts, and there is 
some talk of putting wire products at net in 30, instead of 60 days, 


as at present. 





AUTOMOBILE TIRES AND TUBES. | 
A fair demand is reported for these | 


lines. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Mansfield Tires.— High pressure, 
cord, 30 x 3% in., extra size, $7.25 
each; straight side, $9.10; 31 x 4 in., 
$11.40; 32 x 4 in., $12.10; 33 x 4 in., 
$12.70; 32 x 4% in., $15.95; 33 x 5 in., 
21.70; balloon, 29 x 4.40 in., $8.00; 30 
x 5 in., $10.75; 31 x 5 in., $11.20; 30 x 
5.25 in., 20 in. rim, $12.50; 30 x 6 in., 
$16.60; 32 x 6 in., 20 in. rim, $17.40. 

Tubes. — High pressure, tan, 30 x 
3% in., clincher, $1.40 each; 31 x 4 
in 2 x 4 in., $2.20; 33 x 4 in., 
1 


ws 





% in., $2.60; 33 x 4% in., 
4% in., $2.80; 33 x 5 in., 





$3.55; gray tubes sell 15c. to 50c. less; 
balloon gray, 29 x 4.40 in., $1.65; 30 x 
5 in., $1.95; 31 x 5 in., $2.05; 30 x 5.25 
in., 20 in. rim, $2.25; 32 x 6 in., $2.65; 
33 x 6 in., $2.85. 


BATTERIES.—A moderate demand ex- 
ists for dry cell radio batteris, but those 
for other purposes, notably flashlights, 
are doing well. Somewhat lower prices 


are being quoted for some numbers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 





Broken Unit 

Packages Packages 
No. 485 $2.22 2.06 
No. 486 d 2.97 
No. 172 - we 1.92 
No. 770 - 3. 2.80 
ke rrr 1.32 1.14 
le . Sar re 42 39 
i Sarre 1.05 97 
Oe SRSA eas 1.40 1.30 
SS AMR ee 1.40 1.30 
oh. aaa 2.06 1.92 


| 





No. 6 dry cells, ignition type unit 
packages, 324%4c. each. 

Flashlights.—No. 935, 9144 c. each; 
No. 950, 91%4c.; No. 790, 18%%c.; No. 
705, 28c.; No. 750, 181¢c.; No. 761, 25c. 
Hot Shot.—No. 1461, $1.67; No. 1661, 


$2.37. 


BOLTS, NUTS AND RIVETS.—Prices 
are very firm, although business is not 
active. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Bolts.—All styles, except stove and 
tire bolts, per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 50 and 10 per 
cent off list. 

Nuts.—All styles, 60 per cent off 
list. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


BEVERAGE A N D PRESERVING 
SUPPLIES.—Demand continues good 
in these items. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Bottles.—Crown, 14 o0z., $6 per 
gross; 28 oz., $8.40; lightning stopper, 
14 0z., $7.50; 28 oz., $9. 

Caps.—In single gross lots, 18c. per 
gross; 10-gross lots. 17c. per gross; 
50-gross lots, 16c. per gross. 

Cappers.—Everedy, $9 per doz.; 
Indestro, $10 per doz. 

Strainer Sets.—IEveredy in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, $3.50. 

Mason Jars.—Pints, $8.80 per gross: 
quarts, $10.10; 2 quarts, $13.15. 


| 
| 
| 





Jar Rubbers.—Double lip red, 80c. 
per gross. 

_ Canning Racks.—No. 1, sing! jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrench, 75c. per doz. 

Fruit Presses.—Interprise, No. 6, 
$6.25 each; Juicy, 3 qt., $3.50 each; 
6 qt., $4.30; 12 qt., $6; Brighton, 2 at. 
$3 each;. 4 qt., $4.50; 10 qt., $7 

Cider Presses.—Eagle, single tub, 
$12.10 each; Eagle Junior, $24; Cant- 
clog, single tub, $14.85. 

Meat Choppers.—ienterprise, No, 
12, $5.25 each; No. 22, $9; No. 32, $11. 

Kraut and Slaw Cutters.—Slaw 
cutters. Rapid, $3 per doz.; No. 625, 
$3.60; No. 626, $4.80; Kraut cutters, 
No. 672, $1.15 each; No. 673, $1.35. 


Oak Kegs.— 
Red White White Oak 
Oak a Charred 
Sarees $1.35 $1.45 $2.40 
ROHR). cece 1.80 1.95 2.85 
i | 2.00 2.15 3.20 
i. ae 2.25 2.45 3.75 
CS ae 2.65 2.85 4.35 
30-gal. ...... 2.85 3.00 1.50 
CO ae 3.75 4.20 6.50 


BUILDERS’ HARDWARE.—Demand 
generally is moderate, but a few good- 
sized jobs tend to swell the total book- 
ings. The Fort Pitt Hardware Co. will 
supply the hardware for the extension 
to the William Penn Hotel here. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. PITTSBURGH: 

Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, in 3 in. x 3 in., $18.50 per 100 
pair; 3% in. x 3% in., $19; 4 in. x 4 
in., $30. 

Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 

8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 








box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, 2, 3 in., $11 per 100 
pair; 4 in., $12.60. 
_Hasps.—Hanger, without screws, 
Single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60 


_ Garage Sets.—Swinging hinges, 10 
in., $3 per set. 


ELECTRIC FANS.—Rather persistent 
demand is noted for electric fans. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Polar Cub, black, 6-in., each in 
lots of 12, $2.85; 8-in., $3.20: in lots 
of 12, $3; 10-in. stationary, $4.60; in 


lots of 6, $4.35; oscillating, $7; in lots 
of 6, $6.64. 


HAYING TOOLS.—Demand sstill is 
fairly active in this line. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 

Forks.—Three-tine, $7.45 to $15.60 
per doz.; 4-tine, $13.32 to $14: bale 
forks, double harpoon, No. 313, $1.75 
each; single, No. 319, $3.50. 

ccm 2, $3.25 per doz.; No. 

» $4, 

Carriers.—No. 5, $7.50 each; No. 20, 
$7.50; steel track for No. 5 carrier, 
17\c. per ft. 

Scythes and Snaths.—Scythes, solid, 
steel, $21 per doz.; welded blades, $18: 
Austrian, $14.20; snaths, No. 50, $13.50 
per doz.; Austrian pattern, $! 


INSECTICIDES.—Active call continues 
for insecticides and sprayers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Insecticides.—Arsenate of lead, pow- 
dered, 1-lb. packages, 25c. per_lb.; 
100-Ib. drums, 16c, per Ib ror 
deaux mixture, 1-lb. packages, 20¢. 


per Ib.; 100-Ib. drums, 15c. per Ib. 

Sprayers.—1 qt., $3.00 to $7.50 per 
doz.; larger capacities, $3.00 to $5.00 
each. 


=> fg = s WT 


fal 
tio 














HARDWARE AGE for AUGUST 9, 1928 





MACHINE SCREWS. — Prices are| driving calks have been lowered in BP IMIAING NOMNENO 54 sion 5 Se se sid soa e ne 8 3.17 


* . . 2- > 

firmer and jobbers now are quoting flat | price. Pield easen Wire Pones (pér 200 

and round head brass or iron screws at JOBBERS’ QUOTATIONS TO RE- is): 

65 per cent off list. TAILERS, F.0.B. PITTSBURGH: $39.80 
R 7/16 in., $16.50 per 1000; % in., $17; ; -++ BRO 

PAINTING SUPPLIES.—Business is 9/16 in., $17.50; 5 in., $18. 

quieter than it was a few weeks ago.| WIRE PRODUCTS.—Nails are moving 

Both oil and turpentine have dropped} fairly steady, but a good demand for Poultry and rabbit (No. if gage): 


slightly in price since a week ago. fence and fencing materials waits on i 
. . 0 

JOBBERS’ QUOTATIONS TO RE- the completion of harvesting. No. 215! 

eget Mtl take eet JOBBERS’ QUOTATIONS TO RE- Steel Fence Posts: 

Ready ee: — best ades, 33 bist ng F.0.B. PITTSBURGH: Galvanized Painted 
#20 per Gals lower grote. 3 | rence wire a Soe 
higher); white lead, ae pe Ib. in per 100 Ib. —— Galvanized 4s — - rT 
100-Ib. lots; 10 per cent less in lots of No. ag 9 gage LSet cee: 330 ‘ath 40%. Sach 
500 lb. or more, and extra 4 per cent No. 1 "| ES eee eae 45e. each 
less in lots of a ton or more; turpen- No. “Bright nails, base, per keg, $2.90. 


tine, 70c. per gal. in barrel lots; raw 
WOODEN BOWLS.—Prices have been 


linseed oil, 11.6c. per lb. in barrel lots. 


SOLDER.—Jobbers now are quoting a = reduced a little. 

acid core solder at 62c. per lb. in 1-lb. Barbed Wire (per 80-rod spool): JOBBERS’ QUOTATIONS TO RE- 

lots and 57c. in 5-lb. lots. 2-point cattle $2.97 TAILERS, F.O.B. PITTSBURGH: 

2-point hog ... 3.18 No. 13, $6.50 per doz.; No. 15, $6.50; 
$12. 


SHOE CALKS.—Giant and Neverslip 4-point hog .... 3.43 No. 17, $9.60; No. 19, 
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Staple and Seasonal Lines Active 


in Cleveland Wholesale Hardware Market 


(Cleveland office of HARDWARE AGE) 30x6.75-15 gh aes 21.35 
3: 22.50 


CLEVELAND, Aug. 6.—Bookings of hardware jobbers have been 28 x6. 5. 5-21 i) OR "30 
° ° ) 7.30-2¢ 31.95 
well sustained in the past two weeks and the movement of merchan- x1.20-20 dias Se ae 


dise out of local warehouses is regarded as fully up to normal, if Tubes: 


-——Cord Casings—~\ Heavy 


not better than usual, for midsummer. Orders have been distributed sae li Dats 
Size Duty r A ~ Tubes 


among staple lines and seasonal items so that both have contributed a" ae 7 hy 
a substantial volume to the total current business. soney C1... 


1.40 
40 
40 
70 


In some cases fall goods are being ordered at a good rate, and the jbxtra size 7.25 
30x3% S.S. 9. 


demand in general for commodities to be delivered in late August 32x3 ba 10.30 
and in September has been close to normal. Prices have remained oe ae 
steady with few changes reported. Quotations of turpentine and os as 
of linseed oil have declined slightly, but otherwise schedules have sete 15.96 
not been disturbed. ’ 34x4¥ W715 

The amount of business in automobile accessories has been en- 36x414 18.90 
couraging, while jobbers are pleased with the way in which retail- 33x5 21.70 
ers are ordering radio equipment for the fall season. Building con- sane eye 
struction work is somewhat quiet so that items going into this in- _ = 
dustry are less active. sexs 


Collections have been only fair. 38x17 
36x8 end 
40x8 91. 60 12 foe 


AXES.—Jobbers report that orders for Hg —_ ~ a ahs ae eee BOLTS AND NUTS. —TIn this line busi- 
fall delivery have been of fair propor- JOBBERS’ QUOTATIONS TO RE- ness has been sustained at a good level, 
tions. TAILERS, F.O.B. CLEVELAND: while quotations are undisturbed. 


JOBBERS’ QUOTATIONS TO RE- Mansfield Balloon Tires and Tubes. JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0.B. CLEVELAND: Heavy Heavy TAILERS, F.0O.B. CLEVELAND: 
Regular Duty oo, 
ubes 


First grade single bitted, rustless, % . > Y Jobbers quote f.o.b. Cleveland for 
$19.50 Tires, Size 4 Ply 6 Ply less than case lots of one size with 


27x4.40-19 $7.60 woe $1.55 an extra 10 per cent for full case lots. 
8.00 $9.75 Machine and carriage bolts, cut 
11.35 thread, hot pressed and cold punched 
nuts and lag screws at 60 per cent off 
list. Bolts with rolled thread, 60 and 
10 per cent off list. Stove bolts, 75 
and 10 per cent off list. Semi-fin- 
ished_nuts in bulk, 60 per cent off 
list; 54 per cent for packages. 
BINDER TWINE.—There has been a 
satisfactory volume of pickup and fill- 
in orders. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 
Standard binder twine, f.o.b. Chi- 
cago and North Plymouth, Mass., 
$5.50 per bale; f.o.b. Cleveland, $5.62 
per bale; Competition twine is 37% 
cents lower. 
BATTERIES.—Interest in radio has 
been well maintained and the trade is 


showing an inclination to place fall or- 


WO Como no hoO nN Nee ee 





peack finished —— ast B. 
ase per doz.; unhandle 5.50 per 
doz.; double bitted, handled, $24.50 29x4.40-21 
per doz.; double bitted, unhandled. 30x4.50-21 
$20 per doz.; 60c. increases for dozen 28x4.75-19 
lots weighing 42 to 48 lb. and similar 29x4.75-20 
advance for each 6 Ib. additional 30x4.75-21 
weight increase. oer pig 

YT 0. - 
AUTOMOBILE TIRES AND ACCES- 31x5.00-21 
SORIES.—Business has been holding 32x5.00-22 
28x5.25-18 
up well in tires and tubes, while other 29x5.25-19 
items have also been selling in good 30x5.25-20 
volu a 31x5.25-21 
me. Prices are firm and un 29x5.50-19 
changed. 30x5.50-20 
30x6.00-18 
JOBBERS’ QUOTATIONS TO RE- 31x6.00-19 
TAILER S, F.O.B. CLEVELAND: 32x6.00-20 
We quote from jobbers’ stocks, 33x6.00-21 
f..b. Cleveland: Miilers Falls, No. 34x6.00-22 
145 jacks, $3.75. Derf spark plugs, 35x6.00-23 
6c. each for all sizes in lots of less 30x6.50-18 
than 50; Champion X spark plugs, 31x6.50-19 
4c. each for less than 100, and 4ic. 32x6.50-20 
each for over 100; Champion regular, 33x6.50-21 
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ders earlier than usual. There has been per doz.; in broken packages, $8.40 Quantity discounts, 500 lb. to 1 ton, 
10 per cent. One ton or more, 10 per 


no change in prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


B and C radio batteries. 
Unit Lroken 


Packages Lots 

a OC eee $1.14 $1.22 
ee cacsdondnenn bp 1.30 1.40 
_ 1.92 2.06 
Se rrr 2.53 
SS, are, 3.00 
err es 3.20 
Dry Cell, A_ batteries, No. 7111, 
35'44c. in standard packages; 40c. in 


broken lots; Columbia igniter dry cell 
batteries, $2%c. in standard pack- 
ages, 36c. in broken lots. 
BUILDERS’ HARDWARE.—Sales are 
lagging slightly because of a falling 
off in building construction work lo- 


cally. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

In case lots, lock sets, $5.25 per doz.; 
heavy strap hinges, 6 in., $1.45 per 
doz.; 8 in., $2.38 per doz.; extra heavy 
T hinges, 6 in., $1.73 per doz.; 8 in., 
$2.80 per doz. 

3utts, case lots, 3 in., 16% cents 
per pair; 3% in., 17 cents per pair; 
4 in., 23 cents per pair; for less than 
case ‘lots all sizes are 1 to 2 cents per 
pair higher. Butts with sand blasted 
finish are 4 cents per pair higher. 

Ornamental hinges, standard fin- 
ish, $1 per doz.; nickel finish, $1.25 
per doz.; sand blasted finish, $1.20 
per doz. 

CORRUGATED ROOFING.—Jobbers 
declare that orders have been only 
moderate in volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


> 


28-gage corrugated roofing at $4.01 
for 1% in., and $3.97 for 2% in. per 
square, f.o.b. Pittsburgh, for ten 


squares or more. 
GAME TRAPS.—This item is dull, but 
an improvement is expected within a 
short time. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. CLEVELAND: 
Victor traps, No. 0, $1.10 per doz. ; : 
2.44 


No. 1, $1.38 per doz.; No. 1% 
per doz.; Oneida jump, No. 0. $1.59 
per doz.; No. 1, $1.83 per doz.: No. 


1%, $2.81 per doz. 
GLASS BAKING WARE.—Business 
has been placed in about normal vol- 
ume for the fall season, and dealers 
are finding it desirable to carry well- 
rounded stocks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 


Casseroles. — Round or oval, 1 at., 
$1; 1% qt., $1.17; 2 qt., $1.33; square. 
$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 

— Pans.—No. 212, 60c.; No. 214, 


‘utiity Dishes.—No. 231, 67c.; No. 


232, $1.1 
Teapots. —2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 
ICE CREAM FREEZERS.—Jobbers are 
encouraged at the sizable bookings for 
ice cream freezers, the warm weather 
having been responsible for the accel- 
eration in business. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
Or factory with freight allowed to 
destination on 12 or more as follows: 
White Mountain, 2 qt., $5.65 each; 
4 qt., $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 


Lighting, 2 qt., $5.50 each; 4 at., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each: subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 qt., $13 each; 
subject “to discounts of 55 and 7% 


per cent. 


Acme, 2 qt., in half dozen lots, $8 


| active. 








per doz. 


LAMPS AND LANTERNS.—Orders 


| for fall shipments have been fair. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND 
Coleman, No. 117 lamp, $6.50 each; 
No. 222 lantern, $5.95 each. 
LAWN HOSE.—Fill-in orders have 
fallen off recently as the end of the 
season for this item approaches. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 
2-braid molded, uncoupled hose, '4 
in., 7% cents per ft.; % in., 8% cents 
per ft.; % in., 9% cents per ft.; 
coupled hose is 4 cont per ft. higher. 
NAILS AND WIRE.—Business has 
been placed in good volume with local 
jobbers, nails having been especially 
Prices are being maintained at 
recent price levels. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 





Nails, factory shipment, car lots, 
$2.65 per keg; less than car lots, 
$2.80 per keg; stock shipment, $2.75 
per keg; No. 9 galvanized wire, $3.30 
per 100 lb.; No. ¥ annealed wire, $2.85 
per 100 Ib.; polished fence staples, 
$3.30 per 100 Ib.; galvanized fence 
staples, $3.55 per 100 Ib. 

Barbed Wire.—Barbed wire, stock 
shipment, Lyman, 4 point, $3.08 per 
80-rod spool. Hog wire, $5.33 per 


80-rod spool. 
OIL AND GASOLINE STOVES.—De- 
mand has held up fairly well and 
prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 
Perfection oil stoves, full white 
porcelain enamel with built-in oven, 
Superfex burners, $140; full white 
porcelain enamel with built- -in oven, 


double wall burners, $120; japan fin- 
ish stoves, $28.50, $22. 50 dod $17.50. 
Puritan oil stove, full white porcelain 
enamel with short drum’ Puritan 
burners, $122; japan finish stoves, 
$28.50, $22.50 and $17.50. Puritan 
pressure gas stoves, full porcelain 


enamel with built-in oven and pres- 
sure gas burners, $128; japan finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, $2.70; and two 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2 burner 
without high shelf, $23; 
burner, $28; same, 4 burner, $33: 4 
burner range, $65; 5 burner range, 
$70; high shelves for/ regular gasoline 
stoves, 2 burner, $5.25; 3 burner, 
$6.50; 4 burner, $8; dealers’ discount, 
30 and 5 per cent off list. 

Air-O-Gas gasoline stoves, No. 327, 
$28.50; No. 330, $34.50; No. 324, $39; 
No. 325, $45; No. 328, $72; No. 322, 
range, $114. These prices are subject 
to a 33% per cent discount. 

New process, wick oil cook stoves, 
No. 465, 5 burner, $78 No. 505, 5 
burner, $81; other sabe with plain 
gray backshelf; No. 742, 2 burner, 
$23.45; No. 743, 3 eureer. $30; No. 
744, 4 burner, $38; No. 745, 4 burner, 
$40.50; No. 782, 2 burner, $26.20; 
No. 783, 3 burner, $33.40; No. 785, 
4 burner, $45.10. These prices, sub- 
ject to a discount of 3344 per cent, 
are for delivery in the central district. 


PAINTERS’ SUPPLIES.—Jobbers de- 
clare that business in July was ahead 
of that in the same month last year 
and also measured up well with that 


gasoline 
same, 


in June. The prices of turpentine and 
of linseed oil have been decreased 
slightly. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Turpentine in bbls., 6514c. per gal.; 
less than bbl., 80%4c. per al. 

Linseed oil in bbls., 85%4c. 
less than bbl., $1.06 per gal. 


per gal.; 


White lead in 100-lb. kegs, 13%c. 
per Ib.; in 50 and 25-lb. kegs, 13%c. 
per Ib.; in 12%4-lb. kegs, 1414c, per Ib. 





cent and 4 per cent. 
Enameling lacquers, 
per qt. 
PREPARED ROOFING.—Sales have 
been rather light, but quotations are 
being maintained at the recently an- 
nounced schedule. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CLEVELAND: 
Popular grades: Light, $1.13 per 
roll; medium, $1.35 per roll; heavy, 
$1.50 per roll; slate surface roofing, 
$2.50 per roll. 
RADIO EQUIPMENT.—Fall orders are 
being booked at a fairly good rate by 
jobbers, who are gratified at the amount 
of fall buying. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 
. 112, $3; CX No. 326, $2.50: 
C No. 327, $5; CX No. 380, $4.50; CX 
» $3. 
6-180-volt, AB-686, 
units, $33; AB-386, $39; AB- 
45; 6-150-volt, AB-663 and AB- 
356, 4 3, $33; 4-volt, AB-463, 
$27. AB-423, $30; 6-volt A socket 
power aaiee, A-603, $16.50; B socket 
units, -86, $21: B-603, $16. 50; Philco 
trickle charger TC-60, $6, 


ROPE.—Sales have been of fairly good 
volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Best grade manila rope at 21!, 
cents per lb. for factory shipment 
and 22 cents per Ib. for stock ship- 
ment; sisal rope, 16 cents per Ib. for 
factory shipment and 16% cents for 
shipment from stock. 

SCREEN DOORS AND WINDOWS.— 
In this line business has been some- 
what slow and orders for replacement 
purposes are only fair. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CLEVELAND: 


Continental line, No. 288 doors, 2.8 


$1.20 to $1.65 


socket 





ft. x 6.8 ft., $23 per doz.; 2.10 x 6.10, 
$24 per doz.; No. 315 G-12, 2.8 x 6.8 
t., $31.65 per doz.; 2.10 x 6.10, $32.65 


1233, $3. 15 per 


per doz.; windows, No. 
per doz.; No. 


doz.; No. 1833, $4.15 
2433, $4.90 per doz. 


SHEETS.—Bookings have been mod- 
erate and prices are fairly steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
24-gage galvanized sheets at $4.45 
per 100 Ib. 
SPRAYERS.—This item continues to 
move at a good rate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND 


1 pt., tin sprayers, $3.15 per hose n; 
1 qt., tin, $3.50 per doz.; 1 qt., gal- 
vanized, $4.25 per doz.; 1 qt., mason 
jar, $5 per doz.; 1 qt., continuous, 
$6.50 per doz.; No. 327%, Little Giant, 
$3.10 per doz.; 4 qgt., compressed air. 
$4 per dozen. 


WEATHERSTRIPPING.—Jobbers are 
well supplied with orders to be filled 
early in the fall. Current bookings 
are light. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Home Comfort weatherstripping in 
cartons and in 500-ft. reels with reel, 
3% cents per ft.; Airseal, 5(0-ft. 
spools, 2 cents per ft. 


WOOD SCREWS.—Movement of screws 
is in liberal volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 

Flat head bright screws, 6 per 
cent off list; round head, blued, 50 
per 43 off list; flat head, japanned, 


40 and 5 per cent off list; round head, 
nickel on steel, 27% and 10 per cent 
off list; flat head, brass, 50 per cent 
off list; round head, brass, 40 and 10 


per cent off list. 





HARDWARE AGE for AUGUST 9, 1928 


New England Jobbing Sales Smaller— 
Mostly Because of the Vacation Period 


(Boston Office of HARDWARE AGE) 


BosTON, Aug. 7.—All of the salesmen and a major portion of the 
clerks of one of the largest local jobbing houses are on vacation, 
while the sales and office forces of the other houses are depleted as 
a result of the annual playtime. Naturally the average retail dealer 
of New England is depending on the telephone or letter to secure 
goods. He, knowing that many Boston business men are away, an- 
ticipated his requirements, consequently current orders coming to 
jobbers are for small amounts of merchandise and for immediate 
shipment. There is slight interest in hardware futures, but a liberal 
number of retailers who have not covered their fall requirements, 
have signified intentions of doing so before Sept. 1. Collections are 
better. Retailers are finding it costs more and more to borrow 
money to do business, owing to the fact, it is said on good authority, 
that banks are boosting borrowing rates in the hope of checking 
speculation in the stock market. 


AUTOMOBILE TIRES. — Tires and Boats.—Toy sail, $8 to $52 per doz, 


P ° Zs irl net; motor, $48 to $80 per doz. net. 
tubes, in a retail way, are moving fairly Boat builders, No. 1BB, $2.34 each 


satisfactorily, but jobbers report a pro- net; No. 2BB, $3.34. 
nounced falling off in shipments. BUTCHERS’ WAX.—Butchers’ wax is 


JOBBERS’ QUOTATIONS TO RE- something that sells the year round, but 
N: 


TAILERS, F.0.B. BOSTO just now some retail dealers are order- 
Tires. — Mansfield line, Slincher, ans 
heavy duty, 30 x 3% $7.25 each; ing vos heavy. 
res See eX i eae; E QUOTE FROM BOSTON JOB- 
), 32 X BERS STOCKS 
Butcher’s Wan —Floor, 1 lb. cans, 
50c. each net; 2 Ib. cas, $1.02; 4 Ib. 
cans, $1.92; 8 lb. cans, $3.84. Liquid 
half pint containers, 34c. each net; 
, : iy, a PP pint containers, 53c.; quart contain- 
“H's nis ply, 36 x 8, $85.35; 46 ers, Se. 
’ 3) ? 

$91. CAPS AND CAPPERS.—tThe retail 


Tires, —Nansfield ye ts a3 trade is showing considerable interest 
379, $i. -05; aoe Ae are ory in caps and cappers, presumably be- 
30 x 0.75; x 5 20; ° a 
30 x 6.25, $12.50: 31 x 5.25, $12.90. Six | Cause there is a public demand. 
ply, see iB i pt 30 Xi ene 7 E QUOTE FROM BOSTON JOB- 
oy ) X 5.50 ) BERS’ STOCKS: 
og z x 6, $16.60; 31 x ey Bottle Crowns.—One gross to the 
6.00, $17.40; 31 x 6.20, carton, 21c. per gross net; ten gross 
32 x 6.20, $20.85; 32 x 6.75, to carton, 20c.; fifty gross to carton, 
19c. 
Tubes.—In lots of less than six, a ae tek oh 
per doz. net iveredy, No a 
No. 101S, $10; No. CB, $21. 

Corks. —Two X tapered No. 5, 70c. 
per bag of 500; No. 6, 75c.; No. 7, 
90c.; No. 8, $1. 08; No. 9, $1. 30: No. 10, 

foot 3 S $1. io: No. 12, $1. 70; No. 14, $2.20; No. 

loon, less than 12, 40, $1.5 16, $3; No. 18, $3.50. Short No. 18, 

each; 29 x 4.40, $1.65; 30 x - $1.75; 2.70. Straight, 1144C,. No. 7, $5.40 per 

in lots of six or less, 28 x $1.85; 1000 net: No. 8, $5.85; No. 9, $6.90; 

Ped x $2555: ee 30 _* is, ii 88 30 x No. 10, $7.65. 

N5 xf : =. &. P 

$2.05; 30 x’ 5.25, $2.95," 30 x 5. ” $2.70: CLOCKS.—There is a small yet steady 

_ $2, Ai i ® $2.65 ‘seas. sg bx 31 y. movement of clocks of all kinds out of 

x 6.75, $3.50; 34 x 7.30, $3.85. 1 retail stores, and that fact is reflected 

Discounts.—An extra 5 per cent s . : : : : : 

discount from the previous prices is in jobbing circles, Retail buying 18 

allowed. largely of a filling in nature. 
AIRPLANES.—Toys of all kinds are otin Srocks FROM BOSTON JOB- 
selling, and airplanes are sharing in the Saaihin. > Wometex, ino, Big, Ben, 
ss : ; luminous, $3.1 ig 
movement. " .64; luminous, $3.52; 

BEne’ areas FROM BOSTON JOB- ; 29; a $3.16: 

: uminous, 
Airplanes. cot down, No. 810, $3.25. Black Bird, $1.76. Sleepmeter, 
$12 per doz. net; No. 820, $24; No. $1.40: luminous, $2.10. Blue Bird, 

830, $40. $1.22: luminous, $1.76. America, $1.05; 

Ben Hur, $1.76; luminous, $2.46. 


BOATS.—So far this summer there has . : 
been a good sale of toy boats of all COD LINES.—Certain retail dealers 
kinds, and there is nothing to indicate | 2"° constantly in the market so replen- 
there will not be additional business ish stocks of cod and lighter fishing 
oe the season is over. lines. Sales so far this season are just 
about on a par with former years, say 


E QUOTE FROM BOSTON JOB- 7 
BERS’ STOCK jobbers. 








WE QUOTE FROM BOSTON JOB- 
BERS’ STOCKS: 

Cod Lines. — Tarred, No. 2, $1.20 
per doz. net; No. 4, $2.38; No. 6, $3.60. 


| ELECTRIC FIXTURES.—More and 


more retail dealers are building up a 


| nice business in electric fixtures, Usual- 


ly a well balanced yet not heavy stock 


| is carried. Few retailers are buying on 
| a large scale. 


WE QUOTE FROM BOSTON JOB- 
BERS’ STOCK 

Sockets.—Key, “No. 5052C, in lots of 
12, 15c. each net; in cartons of 25, 
Ise. Chainpull, No, 5252C, in lots of 
12, 22c.; in cartons of 25, 200 

Plugs. Attachment, two piece, No. 
526, in lots of 25, 6c. each net; in 
lots of 50 to 100, 6c.; in lots of 500, 
yl. 2c 

Splicer.— Extension cord, No. 216, 
in lots of 25, “6¢. each net; in lots of 
50 to 100, 25c.; in lots of 500, 24c, 

Armored Cap. No. 528C, in lots of 
25, 8c. each net; in Be of 50 to 100, 

2C.; in lots of 500, 74c. 

Sockets.—P lug, Tu-Sok, No. 1 unit, 
I8c. each net; in lots of 20 to 99, 17e.; 
in lots of 100, 16'%4e. Bakelite, two 
light, No. 12, unit, 39c. in lots of 20 
to 99, 3744c.; in lots of 100, 36c. Tri- 
ple current tap, No. 3, unit, 18c.; 20 
to 99, 1%c.; in lots of 100; 16%c. 
Three-way tap, No. 30, unit, 10c.; in 
lots of 20 to 99, 916c.; in lots of 100, 
9c. Three light, screw base, No. 13, 
unit, 304%c.; in lots of 20 to 99, 39c.; 
in lots of 100, 27%4c. Four-way tap, 
No. 4, unit, 3014c.; in lots of 20 to 99, 
29c.; in lots of 100, 27%e. 

Fuse plugs.—All sizes, 50 to the 
carton, in lots of less than 100, $3.50 
per 100; in lots of 100 to 499, $3.25 
feed 100; in lots of 500 to 999, $3 per 
100 


FENCING.—All kinds and makes of 
fencing have sold very well this sea- 
son. Most jobbers feel they have sold 
more than they did last year, yet they 
saa e retail stocks are small. 


7 oroen _ BOSTON JOB- 
BERS’ STOC 

Seana taco. ornamental, in 10 
rod rolls, 36 in., $1.811%4 per rod; 42 
in., $1.98; 48 in., $2.31. Style L ex- 
tra, 3@ in., 8: per rod; 42 in., 
$1.481%4; 48 in. $1.65. 

Fencing.—Field, from store, $4.15 
per cwt. net. Factory shipments, in 
car lots, plain, $3.30 per cwt.; in less 
than car lots, $3.55. Smooth, gal- 
vanized, sizes No. 6 to No. 9, in car 
lots, $3.20 per cwt.; in less than car 
lots, $3.45. 

Gates.—From store, style F, 36 x 3, 
$3 each net; 42x 3, $3.12; 3 
36 x 3%, $3.12; 42° x 3% 
34%, $3.36. 


FORKS, HOES, ETC.—There is some- 
thing doing every day in forks, hoes 
and similar merchandise, but the aver- 
age order received by jobbers is small. 


Se — BOSTON JOB- 

BERS’ STOCc 

Forks.—( oso So. K112, $31.86 per 
doz. net; No. K114, $36.12. Manure, 
No. S6D, $19.68; No. 64, $18.61; No. 
S40, $16.66. Hay, No. 35, $11.10. 
Fish, No. 3F, three tine, $11.10. 

Hoes. — Mortar, No. MR10S, $14.07 
per doz. net; No. Mr10, $12.59. Street, 
No. SH12, $15.50. 


GARAGE HARDWARE. — Garage 
hardware sales are good. 


WE QUOTE "= BOSTON JOB- 
BERS’ STOCK 

Dgor Sets. — Garage hardware. 
No. 1T2505J, 8 ft., with track, $5.60 
per set; No. 2510J, without track, $6; 
No. 1775J, in lots of less than six, 


Reading matter continued on next page 
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$2.95; in lots of six or more, $2.65; 

No. 1716J, in lots of less than six, 

et in lots of six, $2.65; No. 1777J, 
.90. 


Hangers.—No. 77, 8 ft., $8 per set 
net; No. 77, 16 ft., $16. Straight 
track, No. 77R, 1 > 20c. per ft., 


1% ft., 15c.; 2 t., 5 
Holders.—No. 1774J, $1.80 per pair 
net; No. 1773J, $3.15. 


HAYING TOOLS.—Haying tools of all 
kinds have gone well this summer, and 
it is believed the retail carryover will 
be comparatively small. Just now re- 
tailers are ordering only as special re- 
quirements necessitate. 


WE QUOTE FROM BOSTON JOB- 
BERS’ STOCKS: 

Rakes. — Wood, two-bow, $6.90 per 
doz. net; steel, two- bow, $7.15. 

Scythes.—28 ‘to 32 in., and 30 to 34 
in., $16 per doz. net; bramble, $16.50; 
brush, $16.50. 

Snaths.—Ash, $14.50 per doz. net; 
cherry, $16.75; brush, $16. 

Forks.—Three-tine, No. 34, 12 in., 
$10.08 per doz. net; No. in. 
$10.44; No. 133%, i3 in., $10.44; No. 


3 .80; 34, 13 in., 
$10.92; No. 135, 13 in., $11.76; No. 136, 
13 in., $13.92; No. 123%, 14 in., $11.04; 
No. 124, 14 in., $11.52; No. 144%, 14 
in., $11.88. 

Stones. — Western Red End, $1.10 
per doz. net; Berea, $1.60; Star, “* 35; 
round English, 12 in., $2.25; Pike 
chocolate, No. 1, $1.70; Green Moun- 
tain, $10.80 per gross net; Black Dia- 
mond, $17 per gross. Carborundum, 
No. 198, $1.95 r doz.; Old English 
Carborundum, 0. 203, 43c. each. 

Rifies.—No. 2, $1 per doz. net. 


IRON AND STEEL.—There is some 
talk in jobbing circles of a possible ad- 
vance in prices on iron and steel, as a 
result of the last advance in steel mill 
quotations. It is certain jobbers’ prices 





are firmer than they have been in 
months, and only in special instances 
are me quotations shaded. 


E QUOTE FROM BOSTON JOB.- 
BERS’ STOCKS: 

Steel.—Soft steel bars, $3.25% per 
100 Ib. base; fiats, $4.15; plain con- 
crete bars, $3.26%%; deformed con- 
crete bars, $3.26%4; tire steel, $4.50 to 
$4.75; open-hearth spring steel, $5 
and $10; crucible spring steel, $12; 
bands, $4.014% to $5; hoops at $5.50 to 
$6; half rounds, $4.90; ovals, $4.90; 
hexagons, $3.26%4; cold-rolled steel, 
$3.95 to $4.45; toe-calk steel, $6; 
structurals, angles and beams, 
$3.36%%4; plates, $3.36% to $3.59. 

iron. — Refined, iron bars, $3.26%; 
best refined, $4.60; Wayne, $5.50; 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 


LAWN ACCESSORIES.—It has been 
an excellent year for cheap lawn mow- 
ers. High priced ones have not sold 
particularly well. Rubber hose is sell- 
ing better than it did a month or two 
ago, and retailers often find it neces- 
sary to replenish stocks of other acces- 
es 


Be Me —_— BOSTON JOB.- 
BERS’ SsTOoc 
Lawn Eee ~2ate line, Hercu- 
les, roller bearings, 16 in., $18.25 each 
net; 18 in., $19.50; 20 in., $20.75; Pil- 
grim_ roller bearers, 16 me $16.75; 18 
in., $17.50; 20 in., $18.7 . Automatic 
style, 11- % 16 in., ro; e3 in., $13; 20 
in., Hy Style 10-4 1 14 in., $9. 75; 16 
in., $10.50; 18 in., oe 20 in., $12. 
Style 9-4, 14 in., 33 in., $9. 50; 18 
in., $10; 30 in., $10.50. "iohieeak ball 
bearing, Grand, 16 in., $14.25; 18 in., 
$15.50; 20 in., $16.75. Giant, 14 in., 
ig” 16 in., ‘310. 50; 18 in., $11.25; 20 
$12. High wheel, 14 in., $9; 16 in., 
$9. 50; 18 in., $10; 20 in., $10.50. Spe- 
cial, style B-4, 14 in., $8.50; 16 in., 








$8.90; 18 in., $9.30. Special Yankee, 
style 8-3, plain bearings, 2 in., $5.40; 
14 in., $5- 80; 16 in., $6.20; in., $6.60. 

Hose. — Rubber, Ra Tagg Commer- 
cial % in., 6%. per ft. net; Leader, 


\% in., 6%c.; % in., 7%C.; Vigilant, 
% in., si0.! 8) ympia, 5 in., 8c 
Good Luc 5@ in., 10c.; Milo, 5% ta. 


10%c.; Bull —s. 5 in., 134%4c. 
ose Reeis.—Donley Alsteel, No. 2, 
$1.85 each net. 

Couplings. — Hose, Perfect Clinch- 
ing, $F 25 per doz. net. Hose mend- 
ors, 8.40 per gross. 

Lawn Trimmers. — Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18 
in. diameter x 24 in. long, $13.24 each 
net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain half circle, $5.50. 
Rain King, $2.34 each net; Majestic 
Rain King A, $3.34; Giant Rain King, 
$8.33. Rotary, $15 per doz 

Nozzles. — Peoria, $4 per doz. net; 
Fairy, brass, $10; Boston, % in., 
brass, $5.25: Rain King, $1 ‘each net 

Rakes. — Wooden lawn, three bow, 
Hub, $8.75 ~*~, ee net; Steel, $9: 
Rugg, steel, 37X, per doz.; 
a hay, " bow, $6.90; steel, 

‘. e 


SASH CORD.—Manufacturers and job- 
bers have advanced sash cord 2c. a 
pound. 


SHEET ZINC.—Jobbing prices on sheet 
zine have been advanced 4c. a pound, 
bringing them %c. higher than they 
were on June 1. Revised prices follow. 
WE QUOTE FROM BOSTON JOB. 
BERS’ STOCK 
Sheet Zinc. ww 4 300 Ib. casks, $11.50 
per cwt.; in 200 Ib. casks, $11.75; in 
100 Ib. casks, $12; in less than cask 
lots, $12.50. 





Harvesting and Threshing Getting Under 
Way Helps Northwest Territory 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Aug. 7.—Reports from the territory tributary to 
the Twin Cities are most favorable for a heavy crop in almost all 


lines. 


Where harvesting and threshing is under way to an extent 


that enables the farmers to learn the amount of the crop, the reports 


are very enthusiastic. 


Even the tourist crop is a heavy one and dealers in all lines are 
profiting by this annual inflow of thousands of people who are eager 


to enjoy the great Northwest. 


Prices on the whole are very quiet, with little indication that 
changes are contemplated. Trade is fair, being at the usual mid- 


summer lull. 


The season, as far as crops are concerned, has ad- 


vanced more rapidly than usual and fall trade will doubtless mani- 


fest itsef early this year. 





AXES.—Demand is steady, with prices 
unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Single bit, base weight axes, $16.50; 
double bit base weight, $21.50; single 
bit, unhandled, $15; double bit, $20; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 
AUTOMOBILE TIRES AND TUBES. 
—Demand is heavy at present, with 
stocks well filled. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0.B. TWIN CITIES: 
Mansfield tires, Liberty cord, 30 x 





31%, $6.10; heavy duty oversize, $8.30; 
balloon tires, 27 x 4.40, $8.70; 29 x 4.40 
$9.15; 30 x 5, $13; 32 x 6, heavy duty, 
$21.10; 32 x 6.20, heavy duty, $24.85 
each, less 5 per cent. Mansfield tubes, 
tan, 30 x 3, single lots, $1.50; case 
lots (12), $1.40; 32 x 4, single, $2.50; 
case (12), $2.40; 34 x 4%, single, $3.10; 
ease (12), $3; gray tubes, balloon 
types, 27 x 4.40, $1.80; case (12), $1.70; 
29 x 4.40, single, $1.85; case (12), 
$1.75; 30 x 5, single, $2.25; case (12), 
$2.15; 32 x 6, single, $3.10; case (12), 
$3; 32 x 6.20, single, $3.50; case, (12), 
$3.40 each, less 10 per cent. 


BOLTS.—Deliveries in this line show 
a good volume of trade. Prices are 
firm. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 

Carriage and machine bolts, all 
sizes, 60 per cent; stove bolts, 75 per 
cent; and lag screws, 60 per cent 
from standard lists. 


BRADS.—Call for brads is fairly good, 
with stocks ample. Prices show no 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
; Steel wire brads, 75 per cent from 
ists. 


BUILDERS’ HARDWARE.— Finishing 
hardware is still moving out at a fair 
pace. The building season is at its 
height, but shows lesser totals in home 
building than last year. Prices have 
not changed. 


er QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 

3% x 3% steel butts, old copper 
and dull brass finish, 19c. pair in less 
than case lots, 18c. pair in case lots: 
4 x 4 steel butts, old copper and dull 
brass finish, 26c. pair, less than case 
lots, 25¢. pair in case lots; broad 
bevel steel inside sets, old copper or 
dull brass finish, one piece knobs, 
less than case lots, $7 doz. sets, case 
lots, $6.75 doz. sets; steel bit-keyed 
front door sets, $1.85 per set; sylin- 
der brass outside trim, bit-keyed 
front door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3 iv , 56c 
doz. pair; 4 in., 75c. doz. pair; heavy, 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz, pair; 6 in., $1.56 
doz. pair; light plain tee hinges. 3 
in., 62c. doz. pair; 4 in., 78c. doz. 
pair; heavy plain tee hinges, 4 in.. 
$1.06 doz. pair; 5 in., $1.20 doz. pair; 
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March 12, 1928. 
Cutlery Division, 
Remington Arms Co., 
Minneapolis, Minn. 


Gentlemen: 

It occurred to us that you might be interested in knowing 
the success we have had with the Remington line of pocket knives, 
butcher knives and sheath knives, and we take pleasure in writing 
you of our experience. 


It has been five years since we first took on your line of 
pocket knives and the results have been very gratifying due, first, 
to the quality of Remington cutlery, second, for the trade value 
it has, third, for the consumers' knowledge of it gained thru your 
National Advertising. These are very important factors in de- 
veloping business on the Remington line of cutlery, and we ap- 


preciate the efforts your company are putting behind your line in 
bringing about this satisfactory sales result for us. 


The Warner Hdwe. Co. feature your Remington line of cut- 
lery of some 300 patterns of pocket knives and the turn-over, also 
the profits, each year is very pleasing to our company. 


In our endeavors to make quick sales, and this is impor- 
tant in a store like ours, it is necessary for us to handle lines 
which are known to the consumer and the Remington line of cutlery 
meets these requirements. We take pleasure in selling your line 
of cutlery for the most satisfactory results it obtains for us. 
Our returns on pocket knives, butcher knives and sheath knives for 
replacement are very few due to the quality of your goods. 


We could purchase many other lines of cutlery at a much 
lower price but our interest, like yours, lies in Nationally 
Advertised lines of quality and merit. 


We are glad to give you our experience as stated above, 
and we wish you good luck in your endeavors to maintain a high 


standard of American made cutlery. 
Yours truly, 
WARNER HARDWARE CO. 


C4 bali 


Vice President 
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6 in., $1.40 doz. pair; 8 in., $1.95 doz. each; with a discount of 30 per cent 63c.; Red Seal, No. 8, 34c., and Green 
pair; extra heavy plain tee hinges, 4 in lots of less than ten, and 30-5 per Seal, 32c. Ib., net. Cast iron sash 
in., —— i: 5 es Seer doz. cent in lots of ten or more. weights, $2.00 cwt. net. 
pair; 6 in., .89 doz. pair; in., $2.83 : . r s 
doz. pair; 10 in., $4.53 doz. pair, net. PYREX OVENWARE.—There is the} SCREWS.—Sales are showing a good 
usual steady call for this line. Stocks| demand in this line. Stocks are well 


EAVES TROUGH, CONDUCTOR PIPE 


AND ELBOWS.—Demand is steady, 
with fair volume. Stocks are well filled 
and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 
Eaves trough, 28 ga., 5 in., S.B. 
Slip joint, in crates, $5.50 per 100 ft.; 
conductor pipe, 28 ga., 3 in., in crates, 
not nested, $5.50 per 100 ft.; 3 in. gal- 
vanized cor '-r: conductor elbows, 
31 73 doz.; 4 in., $2.88 doz, net. 


FILES.—Sales “ this line are good, 
with ample stocks on hand. Prices 
have not changed. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Nicholson files at 50 per cent, and 
Riverside files, 60 per cent from lists. 


GALVANIZED WARE.—Demand 
very good and prices are steady. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 
Standard 10 qt. galvanized pails at 
5; 12 qt., $2.70; 14 qt., $3; 16 at., 
stock pails, $4. 70; 18 qt., $5.50; stand- 
ard galvanized tubs, No. 1, $7; No. 2, 
$7.90; No. 3, $9.20; heavy galvanized 
tubs, No. 1, $12.85; No. 2, $14.05: No. 
3, $15.25 doz. net. 


HOSE REELS.—Demand is 
with fair volume. Prices 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 

Donley All Steel hose reels, No. 2, 
ut $2 each net. 


— 


Ss 


Ds 





steady, 
are un- 


ICE CREAM FREEZERS.—Sales are 
showing a very good demand. 
are steady and firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

White 
eed 


Prices 


freezers, 2 aqt., 
$3.38; 4 qt., $4.13; 6 qt., 
< $6.75 each net. Arctic 

reezers, 2 qt., $2.30; 3 qt., $2.78; 4 
qt., $3.40: 6 qt., $4.30; 8 qt., $5.55: 10 
qt. $7.40; Acme, 2 qt., galvanized, 
7ae.; 4 qt., enameled, $1.65 each net. 


LAWN HOSE.—Sales are good, with 
stocks still well assorted. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. TWIN CITIES: 

Competition, % in., 3 ply hose, 
$6.75; Good Luck, % in., 6 ply, $10; 
Bull Dog, % in., 7 ply, $13.50; Leader, 
5, in., 5 ply, $8; Manhattan whipcord 
molded, % in., 500 ft. bales, $8.50: 
red, % in., 500 ft. bales, $9 per 100 
ft. net. 


LAWN MOWERS.—Demand is good, 
and stocks are being carefully watched 
for the end of the heavy selling season. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. TWIN CITIES: 

Philadelphia, styles A and C, 40 per 
cent; style E, 45 per cent; style K, 
30-5 per cent from lists. 


Mountain 
3 qt., 





NAILS.—Deliveries are showing a good 


demand in this line. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


Standard wire nails and cement 
coated wire nails in 100-lb. kegs at 
$3.10 per keg, base. 


OIL STOVES.—Sales are very good, 


with stocks ample for the call. Prices 


are firm as quoted. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

No. 500 Nesco oil stoves, $80 each; 
No. 213, $22 each; No. 213 with No. 
1103 shelf, $28.50 each, less 30-5 per 
cent. No. 79, Perfection, with black 
cabinet, $78 each; No. 78 only, $22.50 
each; No. 73 with black cabinet, $29 
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are ample for this time of year. Prices 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


No. 623 casseroles, $1.17; No. 624 
casseroles, $1.33; No. 634 casseroles, 
$1.33; No. 212 bread pans, 60c.; No. 


200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.;: No. 
12 teapots, $1.67; No. 26, teapots, 
$2.33, and No. 953 percolator tops, 7c. 
each net. 
REGISTERS.—Call is fairly good, with 
prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Cast iron registers, 20 per cent, and 
wrought steel registers, 40 per cent 
from lists. 


ROPE.—Demand is good for certain 


sizes. Tow ropes and ropes for hay- 
ing are selling well. Prices show no 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

3est grade manila rope at 23c. per 
Ib., base, and best grade sisal rope at 
17c. per lb., base. 


SANDPAPER.—Call for abrasives is 
steady and shows a good volume. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, TWIN CITIES: 

Best grade sandpaper, No. 1, 80c. 
per box of 75 sheets; second grade, 
No. 1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 


SANITARY PRODUCTS.—Demand in 
this line is very good. Stocks are well 
assorted and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per doz.; bowl cleaner, 22 
oz. size, $1.85 per doz.; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 per 





doz.; Met-L-Shyn, 8 0z. size, $3.60 per 
doz.; Silvershyn, 4% oz. size, $1.80 
per doz.; Waterless cleaner, 2 pt. 
size, $5.40 per doz.; same, 5 pt. size, 
$9 per doz.; Window cleaner, 6 02. 
size, $3.60 per doz.; same, 12 oz. size, 
$5.40 per doz.; Presto Lustre, 6 oz. 
size, $2.60 per doz.; 12 oz. size, $4.32 
per doz.; 16 oz. size, $5.40 per doz. 


and Dry Cleaner, 8 oz. ,size, $3.60 per 
doz. 

Desolvo special pipe cleaner, 10 0z. 
size, less than case lots, $2.25 per 
doz.; ease of 3 doz., $2.15 per doz., 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, 2 


triple strength, in Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean.—22 oz. size, 
case lots, $2.25 per doz.: 
doz. cans, $2.15 per doz.; 
$2.00 per doz. 

Tubola, 12 0z. cans, 
lots $2.25 per doz.: 
cans, $2.15 per doz.; 
per doz. 

Chaco boiler 


less than 
case of 2 
gross lots, 


less than case 
case of 2 doz. 
gross lots, $2 


liquid. single quarts, 
$2.50; half doz. quantity, $2 per qt., 
and doz. quantity, $1.75 per at. 

Hercules tile and porcelain cleaner. 
$2 doz. less than gross lots, and $1.90 
doz. in gross lots: Hercules Radiator 
Stop Leak, 8 oz. cans. 1, 2 and 3 doz. 
cans to the carton, $4.50 doz.; Hercu- 
les boiler compound, qt. cans, $2 each. 

Economy Plumber drain pipe 
cleaner. 1 Ib. cans, $2 per doz.: 2 Ib. 
cans, $3.90. The 1 Ib. size is packed 
in 1, 2 and 3 doz. to the carton, and 
the 2 lb. size is packed 1 and 2 doz. 
to the carton. 


SASH CORD AND WEIGHTS.—De- 
liveries in this line are fair, with prices 
firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS. F.0O.B. TWIN CITIES: 
Silver Lake sash cord, No. 8 (base), 





balanced, with prices firm. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. TWIN CITIES: 

Flat head bright wood screws, 50 
per cent; flat head japanned, 37% per 
cent; round head blued, 45 per cent; 
flat head brass, 45 per cent;, round 
head brass, 40 per cent from lists. 


SOLDER.—Demand is_ steady, with 
prices unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Strictly half and half solder at 32c.. 
and warranted half and half solder 
at 33c. a lb. in 100-lb. boxes, net. 


STEEL SHEETS.—Deliveries are good, 
with stocks well filled. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized steel sheets at $4.75 
ewt., base (24 ga.), and black steel 
sheets at $3.90 cwt., base (24 ga.). 


TIN.—Call for tin is steady and with 
good volume. Construction and repair 
work is taking a fair supply. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Furnace coke tin, ICL, 20 x 2k, 
$14.50 box, and roofing tin, IC, 20 x 
28, 8 lb. coating, $15.50 box, net. 


WIRE.—While fence wire is not sell- 
ing at as high a rate as a few weeks 
ago, this is due to activities in harvest- 
ing. Other kinds of wire are selling at 
a good rate. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized cattle barbed wire, $3.05 
per 80-rod spool; galvanized hog 
barbed wire, $3.26 per 80-rod spool: 
painted cattle barbed wire, $2.97 per 
80-rod spool, painted hog barbed 
wire, $3.18 per 80-rod spool. No. 9 
(base) smooth galvanized wire, $3.55 
ewt.; No. 9 (base), smooth black 
wire, $3.10 cwt. 


WIRE CLOTH.—Sales are still good in 
this line, although not so heavy as at 
the first of the season. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

12 x 12 mesh black, $1.80, and 12 
x 12 mesh aluminum finish, $2.20 per 
100 sq. ft., base, net. 


WHEELBARROWS.—Sales are steady, 
with good volume. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B, TWIN CITIES: 

Queen B, barrel type Mak fully 
bolted wheelbarrows, $42.50 and 
Meteor, fully bolted, barrel type tray, 
$34.50 doz., net. No. 2T tubular bar- 
rows, $7.33; No. 16, Gopher garden, 
$4; No. 10, American garden, $6.25 
each, net. 


WRENCHES.—Demand is good from 
all classes of users. Stocks are well 
filled and prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 45 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 6» 
per cent from list. Bemmis & (all 
long sleeve nut, 10 in., $1.70; 12 in.. 
$2.06; 15 in., $2.75 each, net. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75: 
No. 101, Master Service Set, $13.79: 
No. 202, Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8; No. 60%. 
Crankease Drain Plug Socket, $5.20: 
No. 90, Square Socket Set, $3.70; No. 
1817, Giant “Snap-on” with extra 
heavy duty ratchet, $27.35 list, less 
334 per cent discount. 
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SLIDE SS RSINSIDE 


the best method for doorways of any width 


Think of having garage doors that work as easily as the front door of 
your home! 
This you are sure of when you install Slidetite garage door hardware. 


Because the doors slide inside the garage, they are forever free from 
the elements. 

They can’t blow shut. They are trouble-free the year round. They won’t 
stick. They won’t sag, swell or shrink. 

And because all the hardware is inside, Slidetite will not rust. Remem- 
ber, too, that dangerous center posts are done away with, thus giving you 
an unobstructed, full-width opening. 

Slidetite, with lock-joint brackets, is packed in complete sets for 3, 4, 5, 
6 and 8 doors. To insure satisfaction, buy complete sets only. 


ANAHaneer torany Door that Slides 


New York - + ° AURORA, ILLINOIS, U. S. A. . * Chicago 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 
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Hot Weather Causing Summer Lull 
—Prices Are the Same in Chicago 


(Chicago office of HARDWARE AGE) 


CHICAGO, Aug. 7.—There is a slight slump in the movement of 
hardware items noticeable at the present time, due to both the con- 
tinued hot weather and the fact that the farmers are now busy with 
the small grain harvest. This lull, however, is looked upon as only 
temporary and a very good fall business is anticipated by the job- 
bers. In fact there is already a very fair volume of future orders 
for fall and winter items developing. 

The same hot weather which is a partial cause of a general drop- 
ping off in hardware sales, is, at the same time, instrumental in 
stimulating the demand for a few of the more typical summer 
goods, such as oil stoves, electric fans and ice-cream freezers. 

Prices are again unchanged this week except for a slight fluctua- 
tion in paint materials, linseed oil, both raw and boiled, advancing 
a cent and turpentine dropping five cents. 





AUTOMOBILE ACCESSORIES. — , COPPER RIVETS AND BURRS.—A 








Sales are holding up in a satisfactory | good volume of orders are being re- 
manner and prices are unchanged. ceived and prices are strong. 
goanene, sumrarione FO ME- | samme SuOTATIONS,TO RE- 
TAIL 
Spark Plugs.—Splitdorf, for Fords, Begg ned rivets and burrs, 40-10-5 
50c. each; regular, 58c. each; Cham- Pp e scount. : 
pion X, 45c. ance; an 4 EAVES TROUGH, PIPE, ETC.—This 
Box Line, 53c. each; A. C., 53c. each; : : * 
lots of 100, 50c.; A. C. Special Ford, is the active season. No recent price 
36c. each. changes. 
$6206 pinnate soeibenti JOBBERS’ QUOTATIONS TO RE- 
“e eacn, 
i Chains.—-Non-skid, dozen pair lots, TAILERS, F.O. eyo goaeg on : ’ 
5 per cent discount. 28 gage single head lap joint gut- 
Jacks.—National Standard, No. 21, ter, 5 in., $4.50 per 100 ft.; corrugated 
$1.30 each. conductor pipe, 3 in., $4.20 per 100 
Pumps.—Rose, 1% in. cylinder, $1.85 ft.; plain ridge roll, 114 in., $3.65 per 
each. 100 ft.; corrugated conductor elbows, 
Mn. A gg rr — 3 in.,- $1.51 doz. 
q x Y% Liberty Cord, $5.45; heavy 
duty oversize, $7.25; 32 x 4 Liberty. ELECTRICAL MERCHANDISE.—The 
$10.20; heavy duty, $12.10; tires, 29 x demand for electrical appliances and 
$1740 $8.00; 32x si gi ue. ballon fans is very good. Some numbers of 
tire tubes, gray, 29 x 4.40, $1.65; 32 x radio batteries have been reduced in 
6.20, $3.00. price 
BOLTS AND NUTS.—There has been JOBBERS’ QUOTATIONS TO RE- 
a slight dropping off in the demand. TAILERS, F.O.B. CHICAGO: 
JOBBERS’ QUOTATIONS TO RE- Electrical Merchandise.— No. 14 
TAILERS, F.0.B. CHICAGO: rubber covered wire, $6 per 1000 ft.; 
Carriage bolts, cut thread, 60 per 1 — yo hag Ae ge og 1 es 
cent discount; small carriage bolts, 1000 rae t $10 50: % in brush brass 
rolled thread, 60-10 per cent discount: k o ~ to gg Foy he of. 25 
machine bolts, cut thread, 60 per cent 124 OCKe 3 = each, ll D 450 
discount; small machine bolts, rolled Sak? kn Gin ae tae “one te. 
thread, 60-10 per cent discount: all | Piece attachment “plugs, ise. each: 
lag screws, 60 per cent discount. atl — Fava Hog a —— each; 
BUILDERS’ HARDWARE.—The de- Electrical Appliances. —Iron Hot 
mand is fairly good and prices hold ee es ee ae date: Bar 
firm. colator, Universal 9169, $16.65. 
JOBBERS’ QUOTATIONS TO RE- p> hn = ase noch eee toe at 
TAILERS, F.0.B. CHICAGO: i. 30; No. 770, $3 each; packages of 
3% x 3% steel butts, old copper $2.80; No. 772, $2.06 each; packages 
and_dull brass finish, $2.34 per doz. -% 5, $1.92; No. 486, $3.20 each; pack- 
a AR RS eS Se eee cope 
per doz. rs 8 , ery, less than standard packages, 
copper and dull brass finish, $3.00 per $2.22 each; standard packages, lots, 
doz.-pair, case lots; less quantities, $2.06 each. ‘ 
$3.12 per doz. pair; heavy steel bevel Battery Chargers.—Apco line, lots 
— a oe am ase, ——, of less than 10, $9.90 each. 
ots; stee t-keye ront door sets, _ : 
$1.45 per set; wrought brass, bit- FILES.—Prices are unchanged and 
moved front vue oats, — per oe sales are good. 
cylinder front door sets, per set. 
. : : JOBBERS’ thd bere TO RE.- 
CHAINS.—Prices are well maintained TAILERS, F.0.B. CHICAGO: 
and demand is good. American files, 60- “10 per cent off 
list; cholson es, per cent o 
JOBBERS’ QUOTATIONS _ RE- : ir F . 
TAILERS, F.O.B. CHIC reReo. ie Diamond files, 50 per cent 
%-fn. proof cow chains, per F 
100" 1. ‘Fenesco Bull Dog and Brown FISHING TACKLE.—Increased inter- 
coil chains, - per cent discount. j 
No. 00-4% electric welded cow ties, est has greatly stimulated sales on 
$2.75 per doz. tackle of all kinds. 


JOBBERS’ Seas TO RE. 
TAILERS, F.O.B. CHICAGO: 
Bronson No. 1800, $1.60 each; Chi- 
cago level winding reel, $2 each: 
Symploreel No. 752, $4.90 each. 


GALVANIZED WARE.—No price 
changes. Canning utensils and supplies 
are in demand. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 
Standard galvanized after made 
tubs, No. 1, $5.75; No. 2, $6.50; No. 3, 
$7.65; 10 qt. galvanized after made 
pails, $2; 12 qt., $2.25; 14 qt., $2.50; 
1 gal. all galvanized oil cans, special 
$2.35 doz.; 2 gal., $4 doz.; No. 3, 3 
gal., $5.75. doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6. 25 doz.; No. 26 
ey % bu. galvanized measure, 
5 . 


GARDEN HOSE.—Sales are keeping 
up well although season is about over, 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CHICAGO: 

Garden hose, good quality molded 
hose, % in., lle. per ft.; 12%c. per 
ft., 5 ply, good quality, wrapped, yy 
in.. 8c. per ft.; % in., 9%c. per ft. 
Lawn sprinklers, Rain King, $28 a 
doz.; original fountain sprinklers, $6 
doz.; Rainbow, 38 in. high, $24 a doz. 

GLASS AND PUTTY.—The demand is 
seasonable and prices are _ without 
change. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 88 
per cent discount; single strength B, 
all brackets, 89-5 per cent discount; 
double strength A, all brackets, 88 
per cent discount; double strength B, 
all brackets, 89-5 per cent discount; 
putty, pure grade, $4.25 per 100 Ib.; 
commercial, $3.50 per 100 Ib. 

HAMMERS AND HATCHETS.—Gen- 
eral tool demand is quiet, except on 
household goods. Prices steady and 
unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

Hammers.—First quality, 10 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 


mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 


Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 
2 shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz 


HANDLES, AGRICULTURAL.—Sales 
are not running very heavy. Prices 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


Hay fork handles, straight, chucked 
9g bored, X 4 ft., "$2. 40 _ doz.: 4% 
$2.70 per doz.; XX 4 ft., $3.90 per 
ay 4% ft., $4.20 per Ang ash fork 
handles, bent, chucked and_ bored. 
~ ft., $2.90 per doz.; 4% ft., $3.20 
per doz.; ash hay fork handles, bent 
with strap, ferrule and cap, X 4 ft.. 
$4.90 per doz.; 4% ft., $5.25 per doz.: 
XX 4 ft., $6. 15 per doz. ; 4% ft., $7 10 


per doz.; bent manure "fork handles, 
plain, X 4 ft., $3.05 per doz.; 414 ft. 
$3.40 per doz.; am. & tt, $4. Ge per 
doz.; 4% ft., $5 per doz.; bent manure 
fork handles, with satrap, eerie and 
cap, X 4% $5.25 per. doz.; 

ft., $6.65 ay yey 4% ft5 $7. 10 per 
doz.; garden hoe — X 4% ft. 
$2. 60 per doz.; XX 4 $3.70 per 
doz.; rake handles. big ft., $3.50 


per doz.; XX 5% $5.65 per doz.; 
shovel handles, pa. pattern, X 4% 
ft., $4.25 per doz.; XX 4% ft., $5.9 
per doz.; XXX, $8 per doz.; wood D 


Reading matter continued on page 78 
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Files that are 
Never Equaled 


Quality, shape and cutting effi- 
ciency are responsible for the big 
demand for SIMONDS SPECIAL 
HAND SAW FILES—the files 
that Carpenters in all sections are 
demanding because they give them 
more service and do a better job of 
hand saw filing. This file has been 
sold to saw filers and carpenters 
for several years and has an estab- 
lished reputation. It has recently 
been imitated—good evidence that 
the SIMONDS SPECIAL HAND 
SAW FILE is a success. While 
copied and made to look nearly the 
same, there is a difference. SI- 
MONDS QUALITY has not been 
equaled. 


Stock SIMONDS SPECIAL 
HAND SAW FILES to meet 
the popular demand. 


Simonds “ 
Saw and Steel Co. 


Hardware Department 


FITCHBURG, MASS. wa 


SIMONDS 


Special Hand Saw File 
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spade handles, X, $4.90 per doz.; D 
shovel handles, X, I. D. L. top, $4.45 
per doz.; Sturd-E top, $4.50. 


i HANDLES, HICKORY.—No changes 
a] in the market recently or in early pros- | 
] pect. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CHICAGO: 

No. 1 (new B. W.) hickory, $4 doz.; 
No. 2 (new B. R.), $3 doz.; second 
growth hickory (new A. W.), $5 doz.; 
finest select second growth hickory 
(new A. A.), $6.50 doz. 

Hatchet and Hammer Handles. — 
No. 1 (new S. B. R.), 90c. doz.; finest 
second growth hickory (new 5S. A. 
W.), $1.80 doz. 


HINGES.—The market is firm and 
sales are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Heavy strap hinges in bundles, 4 
in., $1.00; 5 in., $1.30; 6 in., $1.85; 8 
in., $2.62; 10 in., $4.20 per doz.; extra 
heavy T hinges in bundles, 4 in., 
$1.34; 5 in., $1.66; 6 in., $1.95; 8 in., 
$2.96; 10 in., $4.80 per doz. 


ICE CREAM FREEZERS.—The de- 
mand is very good. There is no 
change in prices. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CHICAGO: 

White Mountain, 1 qt., $4.80 list; 

2 qt., $5.60 list; 3 qt., $6.75 list; 4 qt., 

$8.25 list; 6 qt., $10.45 list; 8 qt., $13.40 

list; 10 qt., $17.90 list; 12 qt., $21.50 

list; 15 qt., $25.60 list; 20 qt., $33.20 

list; 25 qt., $42.60 list. Arctic, 1 qt., 

$4 list; 2 qt., $4.60 list; 3 qt., $5.45 

list; 4 qt., $6.80 list; 6 qt., $8.60 list; 

8 qgt., $11.10 list. All the above less 

50 per cent discount. Alaska, 1 qt., 

2.95 list; 2 qt., $3.45 list; 3 qt., $4.10 

list; 4 qt., $5 list; 6 qt., $6.30 list; 8 

qt., $8.20 list; 10 qt., $10.75 list; 12 

qgt., $14 list; 15 qt., $17 list; 20 qt., 

$21.50 list. A discount of 20 and 10 

. per cent on all above prices. Acme, 

2 qt., galv., $8 doz.; 2 qt... enamel, 

$10 per doz.; 4 qt., enamel, $18 per 

doz. Above prices are net. 

Everybody's Freezers, 1 pt., $3.50; 

1 qt., $4.50; 2 qt., $6; 3 qt., $7: 4 at., 

$8. Prices are each and subject to a 

dealer's discount of 30 per cent off. 


LAWN MOWERS.—Current orders 
continue to come in good volume. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CHICAGO: 

16-in. ball bearing, 5-knife, 101%4-in. 
wheels, $11.50 each; 16-in. ball bear- 
ing, 4-knife, 10%-in. wheels, $9.25 
each, and $7.00 for cheaper grades; 
16-in. ball bearing, 4-knife, 9-in. 
wheels, $8.50, and $6.75 for cheaper 
grades; 8-in. wheel, 4-knife ball bear- 
ing, $7.25 each, and $6.25 for cheaper 
grades. 


NAILS—Prices here are holding very 
steady. Sales volume is moderate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


L.c.l. quantities common wire and 
cement coated nails, current, L.c.]. 
stock orders, $3.10 per keg base, Dec. 
1, 1927, extras. 

OIL AND GASOLINE STOVES.—Sales 
are showing some improvement due to 
the continued warm weather. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Perfection. — No. 72, 2. burners, 
$17.50; No. 73, 3 burners, 22.50; No. 
74, 4 burners, $28. 50. 

_ Perfection ‘dealers’ discount, 30 and 
5 per cent on lots of 10 or more: on 
less than 10, 30 per cent. 

Puritan (Improved Model).—No. 42, 
2 burners, $17.50; No. 43, 3 burners, 
$22.50; No. 14, 4 burners, $28.50. 

Puritan discounts the same as Per- 
fection. 

Nesco.—No,. 212, 2 burners, $17.50; 
No. 213, 3 burners, $22; No. 214, 4 
burners, $28; No. 1103, high shelf 

; only, $6.50; No. 1104, high shelf only, 





With vitreous enameled stove stops 
and splash back.—No. 233, 3 burn- 
ers, $36.50; No. 244, 4 burners, $44.50. 

Nesco dealers’ discount, 30 and 5 
per cent. 

i Nesco Rolo, 5 burners and oven. 
$90; No. 400, built-in oven model, 


tet es 


$63. Dealers’ discount, 30 and 5 per 
cent. 

Coleman.—No. 322, range, $114; No. 
328, range, $72; No. 325, range, $45; 
No. 329, range, $52.50; No. 324, range, 
$39; No. 330, range, $34.50. 

Coleman dealers‘ discount, 33's per 


cent. 
OVENS 


Perfection.—No. 211, 1 burner, plain 
door, $2.50; No. 211G, 1 burner, glass 
door, $2.70; No. 112G, 2 burners, glass 
door, $6. 

Dealers’ discount on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Puritan.—No. 42G, 2 burners, glass 
door, $5.50. 

Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Nesco.—No. 05, 1 burner, solid 
door, $2; No. 5, 1 burner, glass door, 
$2.15; No. 020, 2 burners, solid door, 
$4.25; No. 20, 2 burners, glass door, 
$4.50; No. 301, 2 burners, glass door, 
thermometer, $6.40 


PAINTS AND OILS.—Linseed oil ad- 
vances 2 cents while turpentine drops 
5 cents. 


JOBBERS’ ayers Tens TO RE.- 
TAILERS, F.0O.B. CHICAGO: 


Linseed Oil, Raw.—Barrel lots, 86c. 
per gal.; 5 barrel lots, 83c. per gal. 

Linseed Oil, Boiled.—Barrel lots. 
90c. per gal.; 5 barrel lots, 87c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
58i4c. per gal.; steel drums, extra, 
$6, returnable. 

Turpentine.—Drum lots, 62c. per 
gal, net. 

White Lead.—100 Ib. lots, $13. 25: 
50 Ib. lots, $6.75; 25 Ib. lots, $3.40; 12! 
Ib. lots, $1.75. 

Shellac.—(4% Ib. cuts), white, $2.20 
per gal. in barrel lots; orange, $2.35 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 
ee. per Ib.: in 100-lb. lots, 6%c. pet 


‘Dry Paste.—Barrel lots, Tc. per 


PREPARED ROOFING.—Sales are ex- 
tremely lively and prices are steady at 
the higher basis. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade slate surface prepared 
roofing, $2.25 per square; best grade 
tale surfaced, $2.25 per square; me- 
dium tale surfaced, $1.75 per square; 
light tale surface, $1.05 per square; 
red rosin sheathing, $55 per ton. 


PYREX WARE.—A fair volume of 
orders is being received. Prices are 
unchanged. / 


JOBBERS’ tg Mae TO RE.- 
TAILERS, F.0.B. CHICAG 

Bread Pans.—No. 212, nay dozen; 
No. 214, $12 dozen. 

New Handied Casseroles.— Round, 
No. 622, $12 doz.; No. 623, $14 doz.: 
Oval, No. 632, $12 doz; No. 533, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROPE.—Sales show rather scant vol- 
ume. Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best Manila, standard brand, 2ic. 
per lb.; No. 2 Manila, 19c. per Ib.; 
No. 1 Sisal, 14%c. per Ib.: No. 2 
Sisal, 13c. per Ib. 

SASH CORD.—Orders are being placed 
in good volume and prices are firm. 

JOBBERS’ ep ildyy ed TO RE. 
TAILERS, F.O.B. CHIC 

No. 7 standard eg °§s.15 per 


doz. hanks; No. 8, $9.35 per doz. 
hanks. 


SASH PULLEYS.—Sales are good and 
prices are unchanged. 


JOBBERS'’ a tell hans f — RE.- 
TAILERS, F.0.B. CHICAG 














—_. 


Common sash pulleys, 55c. per doz.: 
barrels, 50c. per doz.; Common Sense, 
2 in., 55e. doz.; barrels, 50c. doz.; No, 
110, 50c. doz.; barrels, 45c. doz 


SCREWS.—Orders are in good amount 
and prices well held. 


JOBBERS’ a ypistise J TO RE. 
TAILERS, F.0.B. CHICA 

Screen doors, No. 266, "E. 8 x 6-8, 
$20.46 doz.; No. 296, 2-8 x 6-8, $24.66 
doz.; No, 311, 2-8 x 6-8, $20.92 doz.: 
window screens, No. 1833, $4.56 doz.; 
No. 2433, $5.40 doz. 


SOLDER AND BABBITT.—No price 
changes this week. Orders continue 
light. 


JOBBERS’ ye potty A TO RE. 
TAILERS, F.0.B. CHICAG 


Warranted 50-50 solder, a per 100 
Ib.; medium 45-55 solder, $33 per 100 
lb.; tinners, 40-60 solder, $30.50 per 
100 lb.; high speed babbitt metal. $20 
per 100 Ilb.; standard No. 4 babbitt 
metal, $12 per 100 Ib. 


WIRE PRODUCTS.—No recent price 
changes in this market. Sales are 
normally active. 


JOBBERS’ QUOTATIONS a0 RE.- 
TAILERS, F.0.B. CHICAGO 

No. 9 black annealed wire, $3.30 per 
100 lb.; No. 9 galvanized plain wire. 
$3.85 per 100 lb.; catch weight spools 
galvanized cattle or hog wire, $3.80 
per 100 Ib.; polished fence staples, 
$3.55 per 100 Ib.; wire cloth, black, 
12-mesh, $1.85 per 100 sq. ft.; gal- 
vanized, 12-mesh, $2.05 per 100 sq. 
ft.; bronze, 14-mesh, $5.60 per 100 sq. 
ft.; galvanized poultry netting, gal- 
vanized before made, 60 per cent dis- 
count; galvanized after made, 5/)-10 
per cent discount. 


WRENCHES.—Prices are firm and the 
demand is good, especially on adjust- 
able wrench prices. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. CHICAGO: 

Agricultural wrenches, 60-10-5 per 
cent discount. Coes’ wrenches, 40-10 
per cent discount; engineers’ 
wrenches, 50-10 per cent discount on 
new list; Stillson wrenches, 70-10 pet 
cent discount; Trimo, 70-5 per cent 
discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75 
No. 111, Master Service Set, $15.65: 
No. 202, Heavy Duty Set, $9.75: No 
404, Flexible Socket Set, $7.50; No. 
608, Crankcase Drain Plug Socket, 
$3.55; No. 900, Square Socket Set. 
$3.70; No, 1878, Giant “Snap-on” with 
extra heavy duty ratchet, $30.55. All 
Snap-on Wrenches less 334% per cent 
discount, 





The Perfection Broiler 


A convenient broiling device, designed 


especially for use with oil stoves, yet 
working well on gasoline and gas stoves, 
is manufactured by the Perfection Stove 
Co., Cleveland, Ohio. 


The Perfection Broiler has a_ high 


round end, and when in use this end is di- 





rectly over the burner of the stove. The 
heat is deflected back, over and under 
the meat or other food which rests on the 
grill or rack. The food is said to broil 
uniformly on all sides and need not be 
turned. A drip pan catches all the juices. 
The broiler is 20 in. long, 10 in. deep and 
74 in. high. Weight, 6 Ib. 
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Sport Leadership Brings 
Equipment Trade 
(Continued from page 55) 


shoots where there is no danger of killing some one in 
the next county by firing the high power military arms. 
Many of these men buy such rifles and induce other men 
to buy them. 

This same group are ardent hunters in season and 
their leadership in shotguns is not to be despised by any 
firm. Every hardware man knows the great advantage 
that comes with a leadership in firearms—that of ammu- 
nition sales. 
more constant ringing of the cash register with large 
and small sales than a firearms trade. Incidental are the 
costume and bag trade that comes in the bird, rabbit and 
other seasons. 

Then there is James Rumsey, whom you are likely to 
meet as you enter the Bunting store unless you go there 
ona notable fishing event day. Jimmy—so nearly every- 
body calls him—is noted for his smile that you do not 
forget and his intimate knowledge of the Bunting store 
and of hardware in general. 

Mr. Rumsey is one of the organizers of the Kansas 
City Bait, Fly and Casting Club and when the big events 
pulled off by the club conflict with business, formal busi- 
ness has to wait and someone with a less radiant smile 
serves as store greeter. For Mr. Rumsey has time off to 
attend to the fishing business. 

And fishing business in Kansas City is a considerable 
item. Mr. Rumsey knows all about Mid West fishing 
and the equipment that goes with it. His chief recrea- 
tion is fishing in any and all of its forms. He knows 
when and where to fish and what to take with you and he 
knows the people who really know how to fish. If there 
are any boys left in Kansas City who start their fishing 
careers with a sapling, string and bent pin, Mr. Rumsey 
will advise seriously with them as to what sort of equip- 
ment comes next and he never overshoots their pocket- 
books. That is one thing fisher folk like about him—he 
understands the relation of money to sport. Just as he 
can and will advise the boy novice, so he will advise the 
man who prides himself on his collection of flies, reels, 
rods and other items that run into sums that deplete well 
filled vacation pocketbooks. 

Mr. Rumsey’s fishing days are not confined to vacation 
and days when the store is closed, for his employers 
tealize that if he is to properly advise with purchasers of 
fishing tackle he must keep his information up to date. 
So Mr. Rumsey is like to lead a fishing expedition to 
promising streams 50 or 100 miles from the store. Mrs. 
Rumsey enjoys every minute of these fishing excursions 
and is also personally popular with the fishing set. 

; The leadership of these men is a material aid to Bunt- 
ing’s and in a larger sense is a material contribution to 
the outdoor life of Kansas City. 


Benjamin Franklin Philosophizes 
66 


UMAN felicity,” wrote Benjamin Franklin, “is 
: produced not so much by great pieces of good 
fortune that seldom happen, as by little advantages that 
occur every day.” 

_ Is it not true also of business progress, that the great 
Impulses which we optimistically hope for seldom hap- 
pen, but that the little advantages that occur every day, 
il properly taken advantage of, combine to carry a 
business forward to a very substantial year’s gain? 


Indeed, there are few sports that mean a | 
















“GEM” 


Adjustable 
RADIATOR SHIELDS 


For an eye-catching window display, 
show all three “Gem” Adjustable 
Radiator Shield finishes—Gold-Bronze, 
Aluminum and the new attractive 
Ivory. 10 popular sizes, adjustable to 
radiator top widths, 6” to 13”; lengths 11” 
to 65”. Retail at $4 to $8. BEH & CO., 
Inc., 1140 Broadway, New York, N. Y. 




























Buy from your jobber 






—has_ exclusive 
patents on the 
R-shaped 


tical louvers. 


ver- 


It admits 
fresh air only, 
without 


draughts, 


dirt, rain and 
snow. 


Write for open territory and descriptive literature. 


The V-W VENTILATOR CO. 
2881 A. I. U. Bldg. Columbus, Ohio 





SWEDISH 
CIRCULAR CUT FILES 


made in Sweden—are fully guaranteed 
These files are produced from 
the finest Swedish charcoal 
steel. They are reliable and 
worthy of the utmost 
confidence owing to 















Flexible Blades 
Half- Round their sharpness, 
Bastard endurance, and 
cireuiar Cut uniformity of 


temper. 

We carry a full line of files, 
chisels and pliers. 
Write for catalogue. 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 
Minneapolis, Minn. 304 Railway Exchange Bidg., Seattie, Wash. Montreal, Can. 











Where Speed Means Profit 


The Segal Key Cutter cuts all makes of 
flat, cylinder, or paracentric keys AC- 
CURATELY, at the rate of a key a 
minute. That’s why the 





Segal Key Cutter 


pays 


for itself in a few 
months. So sim- 
ple anyone 
can operate 
it. Used 
successfully 
by hundreds 
of hardware 
dealers. Made by— 


Segal Lock & Hardware Co., Inc. 
155-161 Leonard St., New York 
Makers of jimmy-proof locks, latches and padlocks 





Write for 
Literature. 
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Your copy of the new catalog illustrating and de- 
scribing the famous line of Rite Quality Hardware 
is now ready. May we have our jobber in your 
territory send it to you that you may be acquainted 
with the “master creations of America’s master 
makers of builders’ hardware.” 


Distributed by 
AMERICA’S LEADING JOBBERS 
Manufactured by 


RITE HARDWARE & MFG. CORP. 
1646 N. Spring St. Los Angeles 








Your Best Customer 


is ready to use 


UNION 


Canning 
Racks 


You know Mrs. 

Housewife, and what 

she will buy. Now sell 

her Union Canning 

Racks. Looped handle 

hooks the rack over 

edges of an ordinary 

wash boiler for easy 

loading, immer- 

sion and unload- 

ing. Heavy re- 

tinned wire in 

one piece; folds 

for storing. 

Write for new 
prices. 


UNION STEEL PRODUCTS 
COMPANY 
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Three Letters — 


Three Lives— 


(Continued from page 45) 


big bank in New York. He says this bank has so many 
vice-presidents that they would not know each other if 
they met. Dad is quite jolly but he has to take a lot of 
trips. He tells me it is necessary to see a whole lot of 
men to fix up these amalgamations. 

“We live in a very beautiful house in New Rochelle. 
It is a much larger house than we need as there is only 
Pop and Mom and myself. We have a large place with 
a beautiful lawn and lots of flowers. It keeps a gardener 
working all summer on the flowers. Then we have a 
kitchen garden and dad says that every ear of corn out 
of this garden costs him $10. Mom, however, prides 
herself on her fresh vegetables and she loves to an- 
nounce at the table, ‘Now these beans came out of our 
garden!’ And every time she does say this, Pop tells 
the story about the man who had a country place and 
served milk and champagne and told his guests to take 
either as they both cost the same! Mom says this story 
is a chestnut. 

“We have several cars and I drive my own roadster. 
A car of her own, as you know, is a necessity for almost 
any girl these days. I have had a perfectly delightful 
time this summer. In the morning I play tennis, then 
have luncheon at the country club with some of the girls 
and in the afternoon motor over to the Larchmont Yacht 
Club and go in swimming in their new pool. This swim- 
ming pool is just scrumptious! It cost $180,000 and it 
was more than a year in building. The salt water is 
pumped into the pool at high tide and it is filtered 
through sand and treated with chlorine—so there are no 
jelly fish or germs of any kind. It is funny when the 
tide is low in the Sound to see this water in the pool sev- 
eral feet higher than the water outside. 

“We have a lot of fun swimming and the handsome 
guard who is in charge of the pool is teaching me to 
dive. He is a regular Adonis and it would be all right 
if he didn’t get fresh! I don’t mind some of the college 
boys getting fresh, but no bathing beach guard can get 
fresh with me! But I treat him tactfully because I like 
him to teach me how to dive. 

“Last week was ‘RACE WEEK’ and it was a lot of 
fun to go out in the sail boats and sail around all after- 
noon, but it wasn’t so much fun when the wind failed 
and the sun beat down on you all afternoon. Racing 
without wind isn’t very exciting sport. I really prefer 
motor boats because when you start you know you will 
get somewhere. Some of the large Larchmont yachts. 
this year, are very attractive and Mom, Pop and | have 
taken several cruises with our friends. Pop says that 
every man in the course of his life has to suffer from 
several diseases and one of these is the idea that it 1s 4 
good thing to own a yacht. Another disease is the idea 
of owning an orange farm in Florida. Pop says that 
every yacht and every orange farm is for sale and Mom 
says this is a chestnut too. 

“It is scandalous when Pop accepts an invitation to 
go on a yacht, how he makes fun of the owner of the 
yacht—when he is paying all the bills! I don’t think 
that Pop is at all tactful. He says, however, if he m- 
sults one yacht owner there are always plenty more com- 
ing along who will invite him out to cruise. It is suf- 
prising how much ginger ale, ice and White Rock 's 
consumed in yachting. About every fifteen minutes the 














Japanese steward, dressed in his white suit, brings 
ground more ice. I suppose the men get thirsty on a 
yacht on account of the salt air! 
“One millionaire who-was with us on a cruise said that 
this was a very respectable cruise. He enjoyed the rest. 
He said no cruise was exciting where there were all re- 
spectable people on board. As a matter of fact, he also : 
made fun of the owner of the yacht telling him that 
yachts were not built for respectable folks, and nothing fern 
could be more tiresome than cruising up and down the Finish 
Sound when one always had to mind his P’s and Q’s. 
Then he told about the time he and some of his friends 
went to Europe and hired a yacht and took a cruise in 
the Mediterranean. From the way all the men laughed 
at some of his stories that must have been a very amus- 
ing cruise. This gentleman said that it was nice to have 
a yacht anchored off the Lido in Venice because living 1OF-U Ae 4 
on a yacht you could laugh at the hotels and their ex- Product 
tortionate charges. ~ 
“Race week at Larchmont they have very lively times. Te <7 
They race the boats every day and then they have dances, is 
prize-fights, tennis, vaudeville artists, beef steak dinners, 
masquerades ; and card parties for the older members 
upstairs. They have a funny system about money at the 


Larchmont Yacht Club in RACE WEEK. Not a mem- = a =O 
ber is allowed to sign—everybody must buy a coupon 
book and pay cash for it—even the regular members. IncAN Graiies 

You cannot even telephone without having to tear out a - a - 

ten cent coupon from the book. This system works very z: 
well and I am told before they put it in, after RACE 7 The Gilbert & Bennett Mfg. Co. 


WEEK was over there was always a great deficit be- 6 Emeblished 1818—America’s Oldest Woven Wire Feciory 
cause nobody could decipher the names signed on the A Manufecturers of 


tickets for supplies! WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


€ Look for the tag, carrying our name, at the end of every roll! 


“Then I almost forgot to write you that we had aquatic af Te ee ee pens fase =f 


yorts and that I won a silver medal for reaching the end 
ta greased pole. This pole was put out over the water 
sme 25 feet. It was then greased carefully with lard. 
On the end of the pole was a flag. I watched the others 
walk out on this pole to get this flag and I noticed that 
they walked out very slowly and of course lost their bal- 
ance and fell off into the pool below. So when my turn 
came, | went back about fifteen feet and took a running 
start. I only touched that pole with my feet in about 
three places and my momentum carried me clear up to 
the fag before I fell into the pool. So now I am a hero- 
ine. Possibly you will be interested to know that the life- 
guard in the pool told me this was the way to do it. He 
is really not so bad. 

“But I could write you a lot about all the young col- 
lege men I have met this summer. They are very nice 
fellows and they are learning a lot at college. Some of 
the things they are learning, I don’t think are taught in 
the classrooms. It is too bad that a girl cannot have a 
friend without his getting too fresh. Some of these col- 
lege boys are certainly fast workers ! 

“Westchester is a great county. Some of my friends 
wanted me to go over to Europe this summer, but I 
wrote, ‘NAY! NAY!!’ Did you ever visit an English 
watering resort? They are something terrible—I don’t 310% ‘Z1> 
think even Deauville is so much. If you don’t gamble Se tein come, sae rob al = yh gn os 
and if you don’t flirt, there is not much else to do at is en” Gated ae ace Giese ome oe 
Deauville. Of course, one can always fall back on petal aR panne Po ge tere 
Watching others and gossip for a little thrill, but taking 
tt all in all when one thinks of all the things that are THE WEHRLE COMPANY Pes 
ring in the summer time in Westchester County on Newark, Ohio 
— Island Sound, the attractions of the resorts of Eu- 
ope do not compare with Westchester County here in ADDRESS 

(Concluded on next page) Send complete information on the Wehrle Watchman. 
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A aew catalog. .. 
but more than that, 
a souvenir of 50 
years of business life 
.- - 50 years of striv- 
ing for constant im- 
provement in lawn 
mowers. Full color il- 
lustrations of one model 
in each line . . . clear ex- 
planations of unusual 
mechanical features . . . 
a booklet you should have 
for reference. A copy 
awaits your request. 








Blair Manufacturing Co. 
Established 1879 
Springfield, Mass. 


BLAIR 


LAWN MOWERS 
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the United States. I think I have lost my taste for Fy. 

rope. Dad says, ‘Paris is only good for about three 

weeks because in that time your liver stops working!’ 
“Yours sincerely, 


oe & ee Se x. 


New “Catalonia” Design of Sargent & Co. 


Sargent & Co., hardware manufacturer, of New Haven, Conn, 
recently placed on the market the new “Catalonia” design jllys- 
trated herewith. This design is intended particularly for simple 
dwellings of the English or Early American type and the more 


colorful houses in the Spanish, Italian or Mediterranean style 
with their interesting plank or batten doors. 

It is made of solid white bronze in forged iron finish. In 
shape and appearance the different pieces resemble hand forged 
wrought iron, but with the advantage of being permanently rust- 
proof and unchanging in color. 


Then and Now 


NE can easily recall that thirty years ago eggs were 

fifteen cents a dozen, butter twelve cents a pound, 
and milk five cents a quart. The butcher gave away 
liver and treated the kids to bologna. The hired git! 
received ten bucks a month and did the washin’. Women 
did not paint, powder, smoke, vote, play poker, rummie, 
shimmie or roll their socks. Men wore whiskers and 
boots, chewed tobacco, spit on the sidewalk and cussed. 
Waiters never got tips and hat check boys were un- 
known. Kerosene lamps and lantern slides in the parlor 
were “‘class.””. No one was ever operated on for appen- 
dicitis, supplied with monkey glands or had two-ftty 
blood pressure. Microscopes were unheard of. Every 
one lived to a good old age and every year walked many 
miles to wish friends a merry Christmas. 

Today everybody rides in automobiles or flies, plays 
golf, poker or bridge, plays the piano with his feet, 
tunes in on innumerable stations, smokes cigarettes a” 
imported cigars, eats grapefruit, drinks gasoline and 
prune juice, blames the high cost of living on the poli- 
ticians, never goes to bed the same day he gets up, and 
lihen thinks he has had a wonderful time.—E.rchange. 
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Bill Sheehan Sells Bird Houses and Related 
Rustic Specialties 


ILLY SHEEHAN is always looking for new ideas 

and for the latest merchandise which may be satis- 
factorily sold in the retail hardware store of W. F. 
Sheehan Corp., Jamaica, N. Y., of which he is manager, 
and part owner. Recently he featured in one window a 
line of rustic specialties, mostly bird houses of different 
shapes and a few flower pot stands. Each item was 
identified with a price and name card and the business 


attracted by this display proved encouraging. There 
is a certain fascination to rustic pieces which often 
gets to be a hobby with the house owner. He will start 
in his selection of rustic equipment, purchasing a bird 
house or flower pot stand, then he wants a lawn bench, 
grape arbor, set of rustic furniture and in some cases 
a rustic fence. It is possible-and practical to stock 
and display a few of these smaller numbers. The larger 
pieces can be sold with photos and catalogs. The margin 
looks pretty good and the merchandise has a strange 
hold on the customer. Lines such as this with the pos- 
sibility of the repeat sale should always be considered. 


Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Convention, Atlantic City, N. J., Oct. 15, 16, 17, 18, 
1928. Headquarters, Hotel Marlborough-Blenheim. 
Chas. F. Rockwell, secty., 342 Madison Ave., N. Y. City. 

Minnesota Retatt. HARDWARE ASSOCIATION CON- 
VENTION, Feb. 19, 20, 21, 22, 1929. Place to be de- 
cided later. Chas. H. Casey, manager-treasurer, Nicollet 
at Twenty-fourth Street, Minneapolis. 

NaTIONAL HARDWARE ASSOCIATION CONVENTION, 
Atlantic City, N. J., Oct. 15, 16, 17, 18, 1928. Head- 
quarters, Hotel Marlborough-Blenheim. George A. 
Fernley, secretary-treasurer, 505 Arch St., Philadelphia. 

NationaL HovusE FurNISHING MANUFACTURERS 
Associat1on CONVENTION, Stevens Hotel, Chicago, III., 
Jan. 14, 15, 16, 17, 18, 19, 1929. Warren Edwards, 
secretary, 189 W. Madison Street, Chicago, III. 

North Dakota RetaiL HarpWARE ASSOCIATION 
ConvENTION AND ExuisiTIon, Feb. 12, 13, 14, 1929. 
Place of meeting to be decided later. C. N. Barnes, 
secretary, Grand Forks. 

South Daxota Retart HarpwaAre ASSOCIATION 
Convention, Sioux Falls, Feb. 5, 6, 7, 1929. Chas. 
HH. Casey, manager, Nicollet at Twenty-fourth Street, 
Minneapolis Minn. 

















Open or Shut in 31% turns 
LOCKED in any position 


Strong features, these! Easily oper- 
ated, and automatically locked. Moves 
outswing windows without disturb- 
ing fly screens. Half a dozen other 
desirable points appeal equally to the 
architect who specifies, the dealer who 
sells, and the home owner who gains 
the final satisfaction. 


Even the builder finds an advantage, 
for No. 94 is simple to install and 
designed for stools as narrow as an 
inch and a half. Where casements 
are flush without stools a steel base 


provides anchorage. 


No. 95 Popular Since 1912 


These good points are tried, tested 
and familiar to many hardware men 
and architects through the reputation 
of Rixson No. 95 Casement Operator, 
which has long been a standard for 
casements. No. 94 is redesigned to 
include all the efficiency of No. 95 
in a narrower case. 


Write for circular on the 
new No. 94 and No. 95 
should you not have it. 


The Oscar C. Rixson Company 
4450 Carroll Ave., Chicago, IIl. 
New York Office: 101 Park Ave., N. Y. 


No. 94 


Casement 
Operator 


for stools as 


narrow as 
114 inches SG 






































Builders’ Hardware 


Adjustable Ball Hinges 
Casement Operators 
Concealed Transom Operators 
Casement Hinges 

Door Stays and Holders 


Overhead Door Checks 
Floor Checks, Single & Double 


ng 
Olive Knuckle Hinges 
Friction Hinges 
Butts, Pivots and Bolts 
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Trans-Atlantic Conversation Feature of Sales Convention 


N_ outstanding event in 

sales convention of The F. E. Myers 
& Bros. Co., held during the week of July 
23, at Ashland, Ohio, was the trans-At- 
lantic telephone conversation between 
President P. A. Myers and his son, Guy 
C. Myers, who is with his family in Lon- 
don on a combined pleasure and business 
trip. 


the annual | 


At other sessions of the convention the | 
salesmen were addressed by depertment | 
heads, sales managers and advertising 
men. Both new and old Myers’ products | 
were explained to the sales representatives | 
and several demonstrations were made. 

O. M. Garber, head of the Garber Pub- 
lishing Co., printers of the Myers company 
catalog, told the representatives 


was a most successful convention 


processes employed in preparing the cata- 
log. He also spoke about the new prices 
and additions to the lines which had been 
made since the last convention. 

Officials of the company stated that it 
from 
every aspect and that the salesmen had 
undoubtedly benefited from the week at 





As the preliminaries were completed for the | the plant. 


the long-distance talk a hush fell over the 
convention. “Hello, father, how are you?” 
were Guy Myers’ first words. They were 
heard by Mr. Myers seated at a desk in 
the convention room of the factory, more 
than 3600 miles away from his son and by 
salesmen, office employees, department 
heads and several guests who were listen- 
ing-in to the conversation with special re- 
ceivers. 

The convention scene was described to 
Guy Myers in the Mayfair Hotel, Lon- 
don, who in turn extended his greetings to 
the salesmen and told of business condi- 
tions in Great Britain. 

The trans-Atlantic telephoning  con- 
sumed nine minutes and every word was 
heard distinctly at each receiver. At the 
conclusion of the conversation the sales- 
men gave three cheers for the opportunity 
that had been given them to listen-in on 
the talk. 
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Dimon \ 


Our New Victor 
Ladder for home use 
in a class by itself. 





Step 
is 


We manufacture strictly 
Spruce Ladders. 


Spruce properly AIR 
DRIED is superior to any 
other material for ladder 
construction. 


Our line includes Ladders 
for every purpose. We 
pay the freight. 








W. W. Babcock Co. 
Bath, N. . @ Extension Trestle 


PEY ESET EYE EEE SEE EE EE! 





Common 
Extension 


2222242 


Painter's Trestle 
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Concentrated Sales Mart Helps Modern Buyer 
Find New Lines 


EEKING new merchandise rather than waiting for 

merchandise to be presented is the modern method 
of buying—Jobbers and retailers realize this more each 
day. As a result we find an ever increasing number of 
out of town buyers coming to major cities, the natural 
commercial Meccas. They come to find the latest mer- 
chandise and to match up goods found in competition 
by chain stores and mail order houses. Often these 
business visitors have complained of the widely scattered 
locations of those distributing hardware and related lines. 
They state that precious time has been lost getting about 
the various cities, and often they have been forced to 
return home without completing their calls. 

Many other industries have established concentrated 
markets where domestic and foreign buyers may inspect 
an important majority of the lines in their field. The 
continued growth of such permament industrial sales 
marts proves their usefulness to their fields. 

Opening soon, the International Hardware & House- 
furnishings Mart at Grand Central Palace, New York 
City, provides the buyers of hardware and housefur- 
nishings with a concentration of New York offices 
and display rooms under one roof. Here merchandise 
may be compared and new lines inspected. Being almost 
next door to the Grand Central R. R. Station and in the 
center of the theater and hotel section, this location is a 
very convenient one for buyers. 


are included in each page. 


Preliminary announcements of the International Hard- 
ware & Housefurnishings Mart have brought to the 
management letters of approval from buyers in all parts 
of the country. Several such letters definitely state an 
intention of visiting the Mart this fall. Endorsements 
have been received from many retail hardware associa- 
tions, who have obtained information on the project. 


Campbell Hardware Co. Publishes Very 
Interesting Store Paper 


An interesting store paper is being published occa- 
sionally by the Campbell Hardware Co. of St. Peters- 
burg, Fla., for the benefit of the many customers who 
patronize its four modern hardware stores in that city. 

Charlie Campbell is the editor of the paper and his 
sportsmanship and jovial spirit can be discerned from 
between the lines. 

In a recent issue, eight pages at that, the front cover 
is devoted to a reproduction of the new million dollar 
pier at the city’s waterfront. News items regarding 
the State fishing laws, prominent personalities in the 
locality, several important Campbell customers and other 
notes of interest make for easy reading. Small adver- 
tisements featuring some of the company’s merchandise 





DISTINCTIVI 


HARDWARI 


Miscellaneous Hardware 


Sash Fastener 









Friction Casement Holder 


eave 


Door Stop 





Coat and 
Hat Hook 
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Door Stop 










Casement 
Fasteners 








Drawer Pull 










DID 
YOU KNOW 










We manufacture 
Cupboard Catch and carr y in 
stock a complete 
line of miscella- 


builders’ 


hardware. 





neous 


Illustrated here 


Flush Sash Lift . me 
is a limited as- 


sortment of our 


extensive line. 





RUSSELL & ERWIN 
MFG. COMPANY 


The American Hardware 
Corp’n, Successor 
NEW BRITAIN, CONN. 
New York Chieago London 


Drawer Pull 
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over culled from various sources. 


contemporary puts it: 
have been copied, the rest will be.” 


Two Scotchmen went fishing with an 
understanding that the first one to catch 
a fish was to buy the “soda.” One got 
a bite that almost broke his pole, but re- 
fused to pull up. The other was fishing 
without bait. 


Nature Lover (gazing at a gigantic tree) 


—"Oh, wonderful, mammoth oak, if you | 


could speak what would you tell me?” 

Gardener (near by)—‘“Scuse me, mem, 
but ’e would probably say: ‘If you please, 
I’m not an oak, I’m a spruce.’” 


“My advice to you,” declared the hase- 
ball manager, handing the rookie short-stop 
his release, “would be to join one of the 
Twenty Thousand Leagues Under the 
Sea.” 


Mr. Scotland (planning with clergyman 
for his second marriage)—‘“And I should 
like to have the ceremony in the yard this 
time.” 

Clergyman—‘“Good gracious, why?” 

Mr. Scotland—“Then the chickens can 
pick up the rice. We wasted a great deal 
last time.” 


Sunday School Teacher—‘*And why did 
Noah take two of each kind of animal into 
the ark?” 

Bright Child—‘‘Because he didn’t believe 
the story about the stork.” 


Doctor (to fair patient )—“‘You certainly 
have acute appendicitis.” 
Fair Patient—“Oh, Doctor, you flatter 


me. 


Mistress—“‘And did you have a honey- 
moon?” 

Mandy (hesitatingly )—“W-e-l-1 Rastus 
done helped me wid de washin’s de fust 
two weeks.” 

Jeweler—“If I were you, I would not 
have ‘George, to his dearest Alice’ en- 
graved. If Alice changes her mind, you 
can't use the ring again.” 

Young Man—‘What would you _ sug- 
gest?” 

Jeweler—“I would suggest the words, 


9 


‘George to his first and only love! 





“Do you carry B-eliminators ?” 
“No, sir, but we have roach powder and 
some fly swatters.” 





The wife was chiding her husband for 
being extravagant. 

“Well,” he replied, “would you rather 
have a husband who would sap the family 
resources or a sap that would husband 
them?” 


A Scotchman was discovered wandering 
around Detroit with a pair of rumpled 
trousers over his arm. “Can I help you 
in any way?” asked a _ kindly citizen. 
“Man,” replied the Scot, who was evident- 
ly a newcomer, “I’m looking for the 
Detreit Free Press.” 


Doctor—“Madam, your husband never 
will be able to work again.” 

Missus—“I’ll go an’ tell ’im. 
cheer him up.” 


It will 


“Did you get home all right last night, 
sir?” asked the street car conductor. 

“Of course—why not?” came back the 
passenger. ; 

“Well, when you got up to give your 
seat to that lady last night, you were the 
only two people in the car.” 





A girl about to travel alone was warned 
not to talk to strange men. At the sta- 
tion, the conductor asked: ‘Where are you 
going?” 

“To Detroit,” she answered, so he put 
her on the Detroit train. 

As the train pulled out she looked back 
and said: 

“Ha, ha, I fooled him that time. I'm 
going to Chicago.” 





“Are paint brushes made from pig’s 
bristles, father?” 

“T believe so, my son.” 

“Well, what part of a pig do the pig- 


ments come from?” 





“Does she approve of ‘color in the 
kitchen ?” 
“I should say she did! 


is as black as coal.” 


Her new cook 
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Hot of the Nail Ke 


Little yarns that others have laughed 


“Some of them \ 
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Asa 


“What became of that hired man you got 
from the city?” 

“Aw, he used to be a chauffeur, and one 
day he crawled under a mule to see why 
it wouldn't go.” 





She—“I’m sure that language on the 
phone is quite uncalled for.” 

He—“So is the number they've given 
me.” 





“Well, who’s been waiting longest?” 
asked the dentist cheerfully. 

“IT think I have,” said the tailor. “I de- 
livered that suit you’re wearing over a 


year ago.” 





Teacher—“Johnny, can you tell me what 
a hypocrite is?” 

Johnny—“Yes, ma’am. 
comes to school with a smile on his face.’ 


It’s a boy what 


, 


Ruth—“I noticed your husband was 
frothing at the mouth this morning. He 
must have a terrible temper.” 

Winnie—‘“It’s not that. I fed him Lux 
this morning by mistake, instead of corn 
flakes.” 





“Since I bought a car I don’t have to 
walk to the bank to make my deposits.” 

“Ah, you ride there?” 

“No, I don’t make any.” 





C. B. Scates had the misfortune to get 
a foot badly washed a few days ago— 
Virginia paper. 


Elise—“Have you heard the story that's 
going around about Eunice?” 

Grace—“Heard it? Why, 
started it.” 


honey, ] 


“Miss Lamb—er—Sylvia—there’s 4 
question I’ve been wanting to ask you for 
weeks.” 

“Carry on, old thing, the answer's been 
waiting for months.” 


Maid—*The furniture man is here.” 
»Mistress—“I’'ll see him in a_ minute. 
Tell him to take a chair.” 

Maid—“I did, but he said he would start 


with the piano and radio! 

















